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REE, light-running doors that never stick or bind—and that can’t 
sag because equipped with an adustable sag-proof, roller-bearing 
hanger on the outer end. 


Doors that are impervious to the elements, that keep out wind, rain and 
snow. Doors that are securely hung on 6 pairs of 4 x 4 inch Butts—and 
that are certain to function better and last longer because the equipment 
is never exposed to the weather—with the National No. 804 Garage Door 
Set doors are hung on the inside. 


They fold snugly against the inner wall when opened providing the maxi- 
mum of space in the garage. Moreover they stay where put and won’t 
blow shut or partly closed to interfere with the driver when entering 
or leaving the garage. 


All these features go to provide better service—greater convenience. They are 
National advantages—superior talking points. Profit by calling them to the pros- 
pective customer’s attention. 
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100 Years Old But Still Full of Pep 


In Conservative New England and in the Little City 
of Greenfield, Mass., a Hardware Store Has Weath- 
ered the Storm with Colors Flying for a Century 
ETWEEN two local rivers, passer-through due to the natural for more than 100 years, performing 


smuggled in a bed of green beauties of the place. Stately elms, service to its community and to 
fields and well tilled lands, and commodious dwellings set on spa- Franklin County at large. 





practically surrounded by verdant cious grounds and that peaceful Now a hardware or any other 
hills, Greenfield, Mass., a city of summer quiet associated with New kind of a store cannot go on doing 
some 15,000 souls, reposes. Green- lngland cities of not more than business for more than 100 years 
field and taps and dies are always 15,000 inhabitants, are the impres- unless its policy is built on solid 
associated, for one of the largest sion creators. foundation. In fiction it sounds easy 
manufacturers of these tools oper- Located in this city, on the main because it takes a little effort to say 
ates there. Other industrial plants, street and facing a public square, is or think “100 years.” The long 
the products of which are well a retail hardware store. We refer hours of labor, the efforts to serve 
known to the hardware trade, are to S. Allen’s Sons’ store. It is a and to satisfy, the business depres- 
to be found there, but business is apt very remarkable one, if for no other sions, the inabilities to secure goods 











to be overlooked by the average reason than that it has been there when business is rushing, the money 
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panics, the flush days and all the 
headaches that are contained in 100 
years most likely are forgotten. 


Living Up to Its Reputation 

Here is a retail hardware store 
lacking in so-called modern fixtures. 
No elaborate cost or bookkeeping 
systems disturb its routine. Pan- 
eled doors and fancy and expensive 
lighting fixtures are lacking. In- 
stead, one finds a good old fashioned 
stand-up-to “counting room” desk; 
a simple yet efficient set of books; 
old styled, as we look upon them 
to-day, wooden shelves, stock boxes 
and counters; a bunch of fellows 
who know the game from A to Z, one 
of them, John H. Amidon, having 
worked here for fifty-seven years; 
and a boss thoroughly convinced, 
just as his daddy and his grand- 
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a steamboat he and a_ partner 
operated on the Connecticut River. 
The fault was not Mr. Allen’s, 
however, but rather an ambitious 
captain’s bent on beating out the 
other fellow. 

At the age of twenty-nine Sylves- 
ter Allen, as a tailor, started in busi- 
ness at Greenfield. That was in 
1811, when British and American 
sailing masters were pulling off 
queer things both inside and outside 
the three-mile limit. After securing 
a business location, young Allen in- 
serted an advertisement in the 
Greenfield Gazette, which, by the 
way, was ordered for thirty-eight 
times. People liked him, his work 
and his business methods from the 
start, and naturally he prospered, in- 
creased his floor space, purchased a 
lot of land and built thereon a home 














This was in the olden days and windows were used to look out of, 
not to display goods in 


daddy were, that old fashioned 
methods based on honest values and 
honest business dealings are what 
the people of Greenfield want and 
what they are entitled to. That the 
store has endured and prospered for 
more than a century is due to this 
business policy. 

The founder, Sylvester Allen, 
must have been a remarkable man. 
From boyhood he was crippled by 
the loss of a leg, but that did not 
prevent his climbing the ladder of 
success. He possessed what is com- 
monly known as Yankee business in- 
stinct and was broad-minded enough 
to believe in advertising, service and 
competition. As far as we have 
been able to discover but one of his 


business ventures ever “blew up.”: 


In that instance it happened to be 


and married, all within half a dozen 
years. But Mr. Allen soon realized 
he could make money faster as a 
merchant than as a merchant tailor. 


Passed Up Tailoring for Hardware 


Nine years after he landed at 
Greenfield he was part owner in a 
store at Gill, a nearby township, and 
eight years later he was installed as 
a general store merchant at Green- 
field, hardware and dry goods form- 
ing the two principal lines handled. 
Tailoring went by the boards. 

His stock at this time included 
iron, steel, nails, three sizes of glass, 
8 x 10-in., 7 x 9-in. and 6 x 8-in., 
anvils, vises, crosscut mill saws, box 


rules, braces of bits, 18 to 42, barrel 
bolts, knives and forks, carvers, 
table steels, bread knives, shoe 
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knives, awl blades, shoe tacks, broad 
and common butts, wood screws, 
brads and tacks, cupboard turns and 
buttons, escutcheons, brass nails, 
brass and iron candlesticks, stand 
and socket lamps, brass andirons, 
brass head shovels and tongs, tea 
trays, tea kettles, patent coffee mills, 
Snell’s augers, japanned hames and 
harness trimmings and numerous 
other hardware items, as well as 
staple and fancy dry goods, crock- 
ery and glassware, cooking furnaces, 
groceries and also madeira and 
malaga wines. To acquaint people 
outside Greenfield with his stock, he 
frequently resorted to newspaper 
advertising. 

He was living in a period of turn- 
pikes and canals. Transportation 
problems and freight rates were just 
as vexing to the merchant than as 
to-day Cheapside, situated on the 
banks of the Deerfield River a short 
distance above its junction with the 
Connecticut, was the head of river 
navigation and the Port of Entry for 
Greenfield. Mr. Allen and a partner 
named Root, in competition with 
other merchant interests, invested in 
Cheapside real estate and con- 
structed a storage warehouse there. 
They also acquired an interest in 
river boats, flat bottomed scow type 
affairs propelled at times by sail and 
wind, but more often by the “white 
ash breeze” or poling method. 

After a spell, steam, as a motive 
power, was born and the Connecticut 
River scows gradually were con- 
verted into “steamers” by the stern 
paddle wheel method. Mr. Allen and 
his partner converted a 90 ft. craft 
with 18 ft. beam into a steamer. 
She had two 20 hp. high pressure 
engines and patent boilers and as a 
freight transport was speedy for 


her day. It was this boat that blew 
up in 1840. A new mode of trans- 
portation was coming over the 
Greenfield hills, consequently the 


partners did not continue in the 
steamboat business. 


Allen, Jr., Enters Business 


The Connecticut River Railroad 
soon was extended from Northamp- 
ton to Greenfield, and in 1850, the 
Vermont & Massachusetts Railroad 
from Fitchburg to Greenfield. As 
these roads grew, Cheapside and 
river transportation sank into dis- 
use. Shortly after the Connecticut 
River road reached Greenfield, these 
hardware merchants built them- 
selves a warehouse alongside, dis- 
continuing that at Cheapside. That 
same year the Allen and Root part- 
nership was dissolved, whereupon 
Mr. Allen’s eldest son, William 
Henry, was taken into the firm, 
which became S. Allen & Son. 
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Notice the store of to-day with its bright display windows on all sides. 


building has been treated to a sand blasting, making it clean and up to date 


In 1846, Sylvester Allen died, at 
the age of sixty-eight, after thirty- 
nine years having been spent in 
building up the most important store 
and business in town. This store, 
at his death, was still under the 
classification of “general,” but hard- 
ware had become its leading line. 
His son continued the business and 
was joined by his next youngest 
brother, Franklin R., the firm name 
then changing to S. Allen’s Sons, 
which is retained to-day. This part- 
nership lasted until 1900, when Wil- 
liam Henry Allen, who had become 
treasurer of the Franklin Savings 
Institution, of Greenfield, sold his 
interest to his son Franklin, who 
had worked in the store twenty-three 
years, and who to-day is the sole 
owner of the business. 

Franklin R. Allen died in 1906, 
and it was then the present owner 
took over all store interests. With 
the exception of the eighteen years 
Mr. Root was a partner, this busi- 
ness has been in one family for three 


generations. Franklin Allen has a 
son, a metallurgist of high standing, 
employed by one of our most impor- 
tant manufacturers of saws. Time 
alone will tell whether this son 
picks up the thread where his 
father drops it. 

. When the present owner went to 
work in the store his hours were 
from 6.30 a. m. to 10.30 p. m. The 
town’s activities centered in the 
store. Political questions, town, 
State and national, were settled by 
those who sat around the store stove 
during the crisp fall and bitter cold 
winter nights. The old stove served 
as a target for the “store lizards” 
who chewed tobacco. The store has 
never had a fire nor a failure. Once, 
it was hit by lightning, but no seri- 
ous damage resulted. 


Pridge, Peach & Co., St. Louis, Mo., 
has issued a new catalog on Superior 
stoves and ranges. The book is very 
complete and shows a wide variety of 
styles and models suitable for most 
every heating and cooking requirement. 


Also it is interesting to notice that the 


Rayl’s Sale 


T. B. Rayl Co., 9 East Grand River 
at Woodward, Detroit, recently adver- 
tised a $400,000 hardware sale which 
resulted in a record breaking response 
from the public. More customers came 
into the store within a prescribed four 
days than had ever been in during a 
like number of days in the history of 


the company. More goods were bought 
and more money spent. 
The reduction of prices during the 


sale ranged from 20 per cent to 60 


per cent. 


The Central Flatiron Mfg. Co., John- 
son City, N. Y., has recently undergone 
reorganization, increasing the capital 
stock from $50,000 to $100,000. H. G. 
Heckmann is the president of the com- 
pany and is assisted by E. P. McKin- 
ney as vice-president, and Chas. R. 
Ensworth as secretary and treasurer. 

W. S. Josephson, formerly with the 
Siegel Light Supply Co., Philadelphia, 
Pa., will represent the Central Flatiron 
Mfg. Co. in that city and surrounding 
territory. 

















How “Charlie” Kurzon Built Up a Wholesale 


Starting at the Lowest Rung of the Slippery 
Persistency, Kurzon Is Showing Metropolitan 





Port of New York from Russia 


( YHARLES KURZON entered the 
A “ 


little more than eighteen 
years ago, poor in the world’s 
wealth but gifted by nature with 
the qualities of manhood that make 
He was young, fired by 
the ambition of attainment, and con- 
fronted by the necessities of exist- 
ence, 

Chance placed him in the hard- 
ware business in the capacity of por- 
ter with the firm of H. H. Silverman 
& Co. on the Bowery in New York 
City. 

Time and his own efforts have 
made him the leading hardware mer- 
cnant on the lower east side of Man- 
hattan Island. 


for success. 


Charles Kurzon’s business career 
is little short of phenomenal. But, 
unlike many other self-made men, he 
has not been spoiled by success. 

Beginning as a porter in the hard- 
ware business he showed such will- 
ingness for work that before long he 
was promoted to the shipping room 
of the Silverman store. Within a 
short time after his first promotion 
he was placed on the delivery wagon 
and gave such satisfaction and ser- 
vice to customers and produced re- 
sults so much faster than they had 
ever been accomplished before that 
he was made one of the outside sales- 
men for the firm. 

It is said that he sold fifty per 
cent more goods each week, during 
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the time he was an outside salesman, 
than any other man on the staff. 
3efore long he was called in from 
the road and made buyer for the firm 
which position he held during the 
remainder of the time that he was 
connected with the Silverman Com- 
pany, which comprised a period of 
seven years, 


Started Business With $800 


Then with eight hundred dollars, 
and the courage of an adventurer, 
he launched out into business for 
himself at 159 East Houston Street. 
He stocked a small line of hardware 
and tools, and it is said that during 
his first year in business his sales 
were more than ten times the amount 

















Hardware Business in Eleven Short Years 


Ladder but Endowed with Determination and 
Hardware Men What Real Business Really Means 


of his invested capital. Since then 
his business has grown consistently. 
Practically every year he found it 
was necessary to increase his stock 
space and three years ago when he 
started a wholesale department, with 
all that it entails, he had about 
reached the limits of capacity at the 
location he then occupied. 

This year Charles Kurzon moved 
and now has one of the model stores 
in New York ‘city, at 97-103 East 
Houston street just east of the 
Bowery, where he has adequate stock 
room in the basement and on the first 
floor of a large modern building. 
The store floor and basement com- 
prise more than 20,000 square feet. 

The store arrangement is both 





attractive and practical. The goods 
are arranged according to depart- 
ments and thoroughly classified and 
priced in a systematic manner so as 
to insure the greatest possible effi- 
ciency in the working organization 
as well as to facilitate comfort and 
service for the customer. 

To the right of the entrance of the 
store is the tool department where 
large wall cases display practically 
every leading line of American car- 
penters’ and mechanics’ tools made. 
In back of the wall display cases a 
large amount of stock is kept for 
instant service. 

Under the cases are three rows of 
small drawers for such articles as 
drills, countersinks, bits, ete. Be- 
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neath these drawers, under a ledge, 
are four rows of larger drawers to 
accommodate some of the items dis- 
played and which cannot be conven- 
iently kept behind the display cases. 
The tool department runs down the 
entire right side and around one 
half the rear of the store. 


The Store Arrangement 


On the opposite side are the cab- 
inet and shelf hardware departments 
with a fine display of a large variety 
of padlocks and the thousand and 
one other things that are to be 
found in these departments in mod- 
ern hardware stores. Other displays 
on this side show sample cases of 
hinges, butts, bolts, sash fasts and 
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Inside and out the Kurzon store is a model of modern store architecture. Attractive windows and handy sampling 
and interior displays has made many customers for this store 
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Another one of the windows and another view of the interior. Kurzon caters to customers who appreciate 
date merchandising and he has done everything to mune his store complete 
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kindred items of builders’ hardware. 

On the left as one enters the store 
is the builders’ hardware depart- 
ment where is to be found a display 
as large and complete perhaps, as 
any other in the city. This also in- 
cludes a display and stock of hard- 
ware and fixtures for display cases. 

Directly in the rear of the tool 
and cabinet hardware counters is the 
mill. supply department, consisting 
of all manner of bolts, nuts, screws, 
washers, expansion shields, pipe 
fittings, belting, shafting, hangers, 
etc. Here also are handled all of 
the other items which come under 
the general heading of rough hard- 
ware. This includes galvanized 
ware, ash cans, pails, rope, wire net- 
ting, fencing, wire cloth and garden 
implements. 

In the cellar is carried the over 
stock of all the various lines besides 
such items as dowels, barrows, roof- 
ing, wire lath, sheathing and such 
items as cannot be conveniently dis- 
played or stocked upstairs, including 
a very large stock of wire nails in 
kegs, garden hose, mowers, shovels, 
picks and contractors’ supplies in 
general. 

In the rear of the store looking 
out over the garden of the Church 
House adjoining are the offices. 
Here under the most favorable con- 
ditions as to light and ventilation, 
are located the accounting, sales and 
purchasing departments. To the left 
of the offices and in close proximity 
to the accounting department is the 
shipping department and the ship- 
ping office. This arrangement great- 
ly facilitates the working of the de- 
livery system for in addition to its 
being located close to the credit de- 
partment through which all orders 





The employees of the Kurzon store on Houston 
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must pass, the shipping clerks have 
easy access to the stock and to the 
shipping department entrance and 
freight elevator. Passing this de- 
partment on the way out of the 
building is the receiving department, 
where all goods are received and 
from where they can be distributed 
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YOU CAN DO THE 
SAME THING 


Kurzon has done nothing 
that any merchant could not 
do. However, the point of = 
this article is that he actual- 
ly did it. Hard work, deter- 
mination and_ persistency 
have won for him and you 
can duplicate his accomplish- 
ment if you try. 
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to the different stock rooms and 
shipping department with the least 
possible effort and loss of time. 

On both sides of the main entrance 
are two great show windows which 
by the way comprise a greater floor 
area than the old original Kurzon 
store. These windows have been 
finished in oak panels with beamed 
ceiling effect and the displays are 
tastefuly arranged and frequently 
changed. 

The Kurzon business has grown 
to such an extent that now more than 
three-fourths of it is wholesale, al- 
though the volume of retail business 
that is transacted daily continues to 
run into substantial figures. 

One of the most admirable things 
about “Charlie” Kurzon, as every- 
body on the east side calls him, is 
the way he treats his men. They 
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don’t work for Kurzon, they work 
with him. He inspires them to do 
big things by his own example and 
by the treatment that he gives them. 
He knows how to encourage men, 
and when they do something worth 
while he is not slow in showing his 
appreciation liberally. 

It very often happens that when 
a business moves a certain amount 
of confusion is caused to customers 
by the change of address of a firm 
with which they are accustomed to 
transact their business. This was 
not the case when Charles Kurzon 
moved. Everything was ready in 
the new store and when the stock 
from the old store was moved it 
went directly on the shelves and 
into the cases that had been pre- 
pared. Kurzon’s four auto trucks 
each displayed huge signs an- 
nouncing the new address, cards 
were sent through the mail and 
salesmen carried the news by word 
of mouth to nearly everybody. 

If you were to go down on the east 
side and ask anybody what kind of 
a man Charlie Kurzon is you would 
receive the invariable reply, “He’s a 
damn white feller.” We know from 
our own experience. We tried it. 

But it should not be misunder- 
stood that the Kurzon business is 
confined only to lower Manhattan. It 
extends all over Greater New York 
and into many of the adjacent su- 
burbs. We feel that we should say 
something in passing about the men 
and women who have helped to build 
up the firm of Kurzon. The space 
at our disposal, however, will not 
permit. But they are entitled to a 
great deal of the credit and the last 
to deny this would be Charles Kur- 
zon himself. 


Street, New Yori: 















: Educating Customers to Buy Cutlery 
Telling the Prospect What Every Knife Will Do Is 


the Method Used by Burhans & Black, Syracuse, N. Y. 
All Window Cards Have the Price in Plain Figures 


AY Vier is the best cutlery 
selling scheme that you 
have used in actually dis- 
posing of knives?” I asked the 
question of Charles Kilner, veteran 
window trimmer of Burhans & 
Black, Inc., Syracuse, N. Y. 

“An educational window display,” 
was the prompt answer, “and by that 
I mean a window that not only 
arouses curiosity and gets people to 
stop and look but one that will really 
enlighten them as to the many differ- 
ent knives made for various purposes 
and make them eager for posses- 
sion.” 

Such a window is shown by the 
accompanying photograph, which 
Burhans & Black recently used and 
it is typical of an “Educational Sell- 
ing” display. There were in the 
window nearly a hundred different 
styles of knives. The great number 
would create interest because folks 
like to see grouped together a great 
many things of different shape and 
design, all of the same line of com- 
modity. 

But that isn’t enough, just the 
large variety of styles. The next 
thing is the price plainly marked 
under or near each article. This is 
very important in the scheme of a 
typical cutlery window that is really 
educational and advertising. Tell 
the folks all you can about the knife 
they may happen to be interested in 
and not a small part of this informa- 
tion is the price. 

Burhans & Black find that it is far 
better to have a prospective cus- 
tomer “shop” right there as they 
look at an educational window, than 
to come in by the dozen and get the 
same information from a clerk. Not 
only does this apply to the price but 
also to the uses of the out of ordi- 
nary knives. 

Explaining Every Use 

Many pieces of the cutlery display 
shown were of new or unusual pat- 
tern and because they were not ac- 
customed to seeing them folks were 
interested to know just what such 
and such an article was for. So on 


a neat card with the price Burhans 
& Black state concisely the purpose 
of each knife. 

Also when this window was made 





By F. E. BRIMMER 


it was always remembered that a 
busy household may not always have 
time to keep up with the whims of 
etiquette and the latest good form 
and the fads in cutlery, hence along 
witlf the price and the purpose of 
certain knives it was stated just 
when and where this particular 
article should be used in a formal 
dinner, etc. 

The success of such an educational] 
window is not a theory with this 


makers claim for it and has “stuff” 
in it to stand up under the hard use 
it will naturally get; then this knife 
becomes a member of the cutlery 
family of Burhans & Black. 

Hence it is easy in an educational 
window, such the one shown, 
to see that the good points of each 
knife are printed on the show cards 
with each knife. 

An educational 
often sel!s knives 
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window 
that 


display 
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Burhans & Black’s cutlery window 


hardware firm of Syracuse, New 
York. They have tested it for many 
years. And every knife shown in 
this window was first tested in the 
“store laboratory” before offered 
for display or sale. This testing 
laboratory is a unique part of this 
big hardware’ establishment. A 
knife that has been invented to pare 
potatoes, or skin a furbearer, or 
carve the turkey, or chop vegetables 
is first actually put to the test in 
the laboratory. If the retail depart- 
ment manager, W. H. Van Dusen, 
finds that it really does what its 
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with prices and uses on every piece 


never knew such knives existed. 
Show an outdoorsman a knife that 
is a file and screw-driver and nail- 
claw and cork-screw and one or two 
more things besides a cutter; and 
he quite naturally may want it right 
away. Or tell Mrs. Housewife about 
the style of using sharp steel knives 
when serving steak, and ten to one 
she will right away want a set of 
those knives. 

“But why mark the price with 
every one of those knives?” I asked 
Mr. Kilner, who knows from more 

(Continued on page 73) 


Selling the. Farmer His “Iron Horses” 
The Place That the Tractor Occupies in the Modern 






Hardware Store and the Future That Is in Wait for 
This Most Useful of All Automotive Implements 


back, say 


MAGINE yourself 
I twenty years. 

Automobiles are not regarded 

as some freak invention and they 

are no longer a real novelty. Still 

they are somewhat crude and only a 


fraction of the population has a 
car. 
Today they are as common as 


paved highways. A part and parcel 
of our daily living the automobile is 
woven in the warp and woof of the 
fabric of our personal and business 
life. 

Such is sure to be the development 
of the tractor but it will come much 
more rapidly than the automobile, 
for the ground work has been laid. 
It is still a comparatively new thing, 
the tractor is, but it has made such 
strides and become so important a 
factor in farming that it calls for no 
gift of prophesy to see it in use on 
every farm up and down the land. 

Now, of course there never will be 
as many prospects for tractors as 


there are for autos, but the census 
report shows there are 6,500,000 
farms in the United States and 
when it is remembered that tractors, 
like all machinery, must wear out it 
will be realized that there is a tre- 
mendously big market for these mod- 
ern allies of the tiller of the soil. 
The tractor is the one and only 
practical solution to the present em- 
ployment problem on the farm. It is 
still impossible to get enough com- 
petent help to garner the crops and 
to plant them. The lure of high 
wages does not attract men from the 
cities and many of those who step 
into overalls for the haying and har- 
vesting season are unseasoned and 
inexperienced and do not justify the 
wage scale which they command. 
The farmer must have help and 
mechanical help is the most practical 
that he can engage. The tractor is 
the answer to his biggest problem. 
Farm work is bunched. There are 
times when the owner can do all the 

















The tractor is the most useful implement on the farm to-day. 
many. Here is one of them 





Its uses are 
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work and sit around the house qa 
major portion of the day. But there 
are other seasons when a dozen pairs 
of hands can find plenty to do. And 
the most practical dozen pairs of 
extra hands he can find is the tractor. 


The Tractor Hardware Future 


It is not surprising that the hard- 
ware interests have taken up the 
tractor seriously. Especially one 
would expect to find such devices in 
the stores that lean heavily towards 
implements. The city hardware 
store may not be a tractor store, for 
it handles no implements, but the 
small city and the town and village 
stores can scarcely expect to give a 
full measure of service to its cus- 
tomers unless it has tractors for sale. 

So there are scores of hardware 
stores in all agricultural sections 
who sell tractors and with scarcely 
a dissenting voice they find that the 
practise pays. Good earnings and 
satisfaction are found everywhere 
the tractor is given the proper time 
and effort in hardware stores. 

One of the most popular forms of 
creating interest in tractors has 
been the “big” demonstration, 
usually conducted by factory repre- 
sentatives, on a big scale and ar- 
ranged in a way to attract farmers 
from remote as well as nearby points. 
But this plan seems to have spent 
its force and the big demonstra- 
tion is not as popular as it was. It 
is said the reason for this is there 
is no longer need for such efforts 
as any farmer, who is interested, 
can see a tractor at work on the 
next farm. In place of these more 
elaborate demonstrations there has 
grown up the farm demonstration in 
which the local dealer has charge of 
the affair and only the neighborhood 
is asked to see the tractor in actual 
use. These localized affairs are con- 
ducted with small expense and have 
been the means of getting lots of 
business. 

It is only natural that the farmer 
wants to see what a tractor will do 
before he buys it so the demonstra- 
tion idea is apt to be a lasting one 
but it can be handled to better ad- 
vantage on a small scale than when 
an effort is made to attract farmers 
from distant points. 

There seems to be little limitation 
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A close-up of a modern tractor. This “Iron Horse” can do the work of many real horses and need no whip to urge 


to what a tractor can do. It can be 
said, generally, that any heavy, hard 
task on the farm may be turned 
over to the mechanical workman 
with good results. In plowing it is 
supreme but it plays just as essential 
a role in the gathering of the crops, 
the cultivating, the threshing and 
the putting of crops in the silo as it 
does in getting ready the ground. 


them on a hot day 


Hard jobs become easy when en- 
trusted to the faithful, tireless 
tractor. 
The Tractors a Paying Line 

L. T. Wolff Hardware, Mt. Clem- 
ens, Mich., regards the tractor as a 
fine asset for its store. It pushes 
the sale of this article through ad- 
vertising and canvassing and says 


the profits the department earns 
compare favorably with any other 
paying line in the store. 

The Maxwell store at Valpariso, 
Ind., has sold tractors for six vears 
and has a most favorable report on 
the line. It issues a monthly bulle- 
tin which is filled with tractor news 
and other matter of interest to the 


(Continued on page 8.) 

















The power can be converted to many uses. 


with tractors 


Filling silos, threshing and other work can be accomplished more easily 





Making the Windows Represent the Store 
What Can Be Done with the Aid of the Manufac- 






turer in Displaying Goods in an Attractive Manner 
— How the Vollrath Co. Works with Merchants. 


UST as eyes are called the “win- 
dows of the soul” and are the 
organs through which a human 
being shows his expressions of emo- 
tion, the windows of a retail store 
are the means by which the mer- 
chant is enabled to show just what 
worth his establishment is to the 
community in which he lives. Dirty 


in New York and Philadelphia, Lord 
& Taylor’s, New York; Frederick 
Nelson store in Seattle, Wash.; 
Filene’s, Boston, and many of the 
other truly successful merchandisers 
of the country. Each one of these 
mentioned and many more spend 
thousands of dollars each year in sal- 
aries alone for the best available 
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Lunting’s, Kansas City, Mo., tied for second place with this winaow 


window panes and poorly arranged 
displays are indicative of shiftless 
management, faulty business meth- 
ods and lack of progress. You never 
see an honest man with shifty eyes 
nor do you see successful merchants 
with indifferent, neglected windows. 

One of the contributing causes for 
failures in business is not making 
the windows pay for themselves by 
proper care and clean displays. Re- 
cently some wizard at compiling 
figures made the statement that 
more than 90 per cent of the people 
that went bankrupt during 1920 did 
not advertise. It is safe to say that 
this enormous number of people who 
have actually been a menace to the 
country by their poor business man- 
agement and who have retarded the 
progress of the world, were the ones 
who considered windows such a small 
and unimportant part of their busi- 
ness that they did not consider it 
worth while fixing them up. 

But on the other hand consider the 


successful stores of the United 
States. Marshall Field’s store in 
Chicago, John Wanamaker’s stores 





window trimmers and -many more 
dollars each year in merchandise and 
space used by their windows. They 
realize that the window displays are 
the eyes to the souls of their busi- 
ness. They make the, windows as 


nearly representative of the store as 
it is possible for them to do. 


The Manufacturers That Help 


During the past few years manu- 
facturers have come to realize the 
importance of the window display 
and are cooperating with the mer- 
chants in all parts of the country, 
Hardware manufacturers have not 
been backward in this movement as 
any dealer will tell you. Plans for 
window trimming, cutouts, extra 
decorations and many other things 
are furnished by manufacturers to 
dealers anywhere in the country. 
And within the next few years it is 
safe to predict that many other 
manufacturers will join those who 
are already helping the dealer make 
his windows attractive. 


Recently the Vollrath Co., She- 
boygan, Wis., makers of enameled 
ware, encouraged dealers to dress 
their windows with its product. Ex- 
tra effort was put into this work 
with the aid of the manufacturer with 
the result that among the many pho- 
tographs of windows sent into the 
company five were selected as out- 
standing. The first five to receive 
mention were as follows: Emery 
Hardware Co., Bradford, Pa., a town 
of 15,525; Lightbody-Wingate Co., 
Superior, Wis., a town of 39,623; 
Bunting Hardware Co., Kansas 
City, Mo., a town of 324,410; Smith- 
Metzgar-Wright Co., Warren, Pa., a 

















Crosby Bros. Co., Topeka, Kan., tied for third place 
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town of 14,256, and Crosby Bros. 
Co., Topeka, Kan., a town of 50,022. 

It will be noted that the first store 
mentioned was a hardware store as 
also the third mentioned. The pic- 
tures sent in were not from any one 
kind of store, but included some of 
the biggest department stores in the 
country as well as some of the smal!- 
est merchants. Considering the 
many who entered into the spirit of 
the thing, it was a signal honor for 
both the Emery Hardware Co, and 
the Bunting Hardware Co. 

Now here is what happened on ac- 
count of the window display in the 
Emery Hardware Co.: “Vollrath 
sales on accurate count were three 
times greater than normal, four 
dozen sink strainers sold in eight 
days, the sale of wash basins was 
remarkable, an average of nine out 
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This window ties with Bunting’s. It is from Smith-Metzgar-Wright Co., 
Warren, Pa. 














Two good hardware merchants to 
follow on window displays, or better 
yet, improve upon. 

A close study of these windows 
will plainly prove that none of them 
are really difficult to duplicate. The 
material used lends itself easily to 
tasty displays and without crowding 
the window you can show the vari- 
ous household utensils that are need- 
ed in every home. It is important 
to remember to match the _ back- 
ground with the goods shown so that 
there is a harmony of color in the 
display. Now is the proper season, 
so go to it! 





Economy Manufacturing Co., Phila- 
delphia, Pa., has equipped its factory 
throughout with new electric power 








machinery, which, it is said, will facili- 


Tied for third place was this window from Lightbody-Wingate Co., tate the production of its line of tool 
Superior, Wis. chests, miter boxes, hose attachments 


of ten customers made purchases, 
the management expresses itself as 
more than pleased with the results 
and believe it to be the best window 
ever displayed.” The quoted portion 
is from a letter to the company from 
the merchant. Pretty good proof 
that the window is worth copying, 
isn’t it? 

It is nothing new for the Bunting 
Hardware Co., to have excellent and 
prize winning windows. HARDWARE 
AGE has published from time to time 
photographs from this progressive 
store as well as descriptive matter 
on its business methods. Otto. J. 
Gress, window decorator at Bun- 
ting’s stated in his letter to the Voll- 
rath Co., that the window not only 
attracted much’ favorable comment 
from passersby but also from other 
merchants and that a local photog- 
rapher came in and asked permission 
to take a picture of the window. 


and specialties. 
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Last but far from least, the first mentioned, the Emery Hardware Co., 
Bradford, Pa, 
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NATIONAL HARDWARE ASSOCIATION OF 
THE UNITED STATES AND ITS AUXIL- 
IARIES CONVENTION, Atlantic City, N. J., 
Oct. 17-22, 1921. Headquarters, Marl- 
borough-Blenheim. T. James Fernley, 
secretary-treasurer, 505 Arch Street, 
Philadelphia, Pa. 

AUTOMOBILE ACCESSORIES BRANCH OF 
THE NATIONAL HARDWARE ASSOCIATION 
OF THE UNITED STATES AND ITS AUXIL- 
IARIES CONVENTION, Atlantic City, N.J., 
Oct. 19-22, 1921. Headquarters, Marl- 
borough-Blenheim. T. James Fernley, 
secretary-treasurer, 505 Arch Street, 
Philadelphia, Pa. 

AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 17, 18, 19, 1921. Head- 
quarters, Marlborough-Blenheim, F. D. 
Mitchell, secretary-treasurer, 4106 
Woolworth Building, New York City. 

WESTERN RETAIL IMPLEMENT, VE- 
HICLE AND HARDWARE ASSOCIATION 
CONVENTION, Kansas City, Jan. 17, 18, 
19, 1922. Headquarters, Coates House. 
Sessions in Century Theatre. H. J. 
Hodge, secretary, Abilene, Kan. 


PAcIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Davenport Hotel, Spokane, Wash., Jan. 
17, 18, 19, 20, 1922. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, 
Wash. 

OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Imperial! Hotel, Portland, Jan. 
24, 26, 27, 1922. E. E. Lucas, 
secretary, Hutton Building, Spokane, 
Wash. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Atheneum Hall, Indianapolis, 
Jan. 24, 25, 26, 27, 1922. G. F. Sheely, 
secretary, Argos. 
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M17O charge for display space will 
N be made to exhibitors at the 
fourth annual exhibition of the Auto- 
Accessories Branch of the 
National Hardware Association of 
the United States, which will be held 
on the “Million Dollar Pier,” Atlantic 
City, N. J., in conjunction with the 
regular convention of the association 
Oct. 17 to 22 inclusive. The only 
condition required is that associate 
members of the association comply 
with the rules and regulations and 
the payment of the fee to cover in- 
cidental services performed for 
exhibitors. Twenty dollars, it has 
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neen estimated, will cover the cost 
to exhibitors for a large sign, floor 











Coming Hardware Conventions 








VOUT SHDAEDEDEOEOEOED Denno eoNDenENNT NOON: MasensatondntoanEDodiconesiaessniini ouvennanisy 


KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Jeffer- 
son County Armory, Louisville, Jan. 24, 
25, 26,27, 1922. J.M.Stone, secretary, 
Sturgis. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Wheeling, Jan. 31, Feb. 1, 2, 1922. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Lincoln, Feb. 7, 
8, 9, 10, 1922. George H. Dietz, sec- 
retary, 414-417 Little Building, Lincoln. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des 
Moines, Feb. 7, 8, 9, 10, 1922. Exhibi- 
tion at the Coliseum. A. R. Sale, secre- 
tary, Mason City. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 7, 8, 9, 10, 1922. 
Karl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids, A. J. 
Scott, secretary, Marine City. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, City Auditorium, Okla- 
homa City, Feb. 7, 8, 9,10, 1922. W. B. 
Porch, secretary-treasurer, Oklahoma 
City. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Philadel- 
phia, Feb. 13, 14, 15, 16, 17, 1922. 
Sharon E. Jones, secretary, 1314 Ful- 
ton Building, Pittsburgh. 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 


SEA- 
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San Francisco, Feb. 14, 15, 16, 1922. Le 
Roy Smith, secretary, 112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCcIA- 
TION CONVENTION, Hotel Sherman, Chi- 
cago, Feb. 14, 15, 16, 1922. Leon D. 
Nish, secretary, Elgin. 

MINNESOTA RETAIL HARDWARE Asso- 
CIATION CONVENTION, St. Paul, Feb. 14, 
15, 16, 17, 1922. H. O. Roberts, secre- 
tary, 1030 Metropolitan Life Building, 
Minneapolis. 

OHIO HARDWARE ASSOCIATION CoN- 
VENTION AND EXHIBITION, Columbus, 
Feb. 14, 15, 16, 17, 1922. Headquar- 
ters, Deshler Hotel. Exhibition, Me- 
morial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

MIssouRI RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, St. 
Lovis, Planters Hotel, Feb. 21, 22, 23, 
1922. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 

VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Roanoke, Feb. 21, 22, 
23, 1922. Thos. B. Howell, secretary, 
Richmond. 

NEw YORK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Rochester, Feb. 21, 22, 23, 24, 
1922. Exhibition at Exposition Park. 
Headquarters and sessions at Powers 
Hotel. J. B. Foley, secretary, 412-413 
City Bank Building, Syracuse. 


HARDWARE ASSOCIATION OF THE CAR- 
OLINAS CONVENTION, Winston-Salem, 
N. C, May 9, 10, 11, 1922. T. W. Dixon, 
secretary-treasurer, Charlotte, N. C. 


NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Paul Revere Hall, Mechanics’ 
Building, Boston, Mass., Feb. 21, 22, 23, 
1922. George A. Fiel, sceretary, 10 
High Street, Boston. 


Space for the Big Accessory Convention, October 17-22. 





covering, the handling, unpacking 
and removal of exhibit, and janitor 
service. 

The exhibition will be formally 
opened Wednesday evening, Oct. 19, 
at 8 o’clock, and will close Saturday, 
Oct. 22, at 1 p.m. 

Everything possible to facilitate 
the comfort and service of exhibitors 
has already been arranged by Secre- 
tary T. James Fernley. For in- 
stance, exhibitors will be requested 
to address all exhibition material, 
such as cases, crates and boxes, to 
their own names, with the space num- 
ber of their booths plainly marked 
thereon, and in care of the National 
Hardware Association, Million Dol- 
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lar Pier, Atlantic City, N. J. Ar- 
rangements have been made to place 
all such material in the space ready 
for exhibitors. 

It should be noted, however, that 
exhibitors will not be permitted to 
display any samples of accessories 
manufactured by concerns not asso- 
ciate members. 

The association will furnish and 
erect rails to divide spaces, as well as 
signs displaying the name of the 
associate members exhibiting, fold 
ing chairs, rugs, etc., but exhibitors 
desiring shelves, tables or other fur- 
rishings should communicate with 
C. A. Hill, Million Dollar Pier, 
Atlantie City, N. J. 








Business Interests and Crop Conditions 


Reports from Railroads and Farm Papers Show That 


Be Relied Upon as Exceptional from 
the Standpoint of Farm Products and Crop Movements 


This Year May 


‘HE American farmer has writ- 
‘| ten off his losses, cut his cost 
of production, and this year is 
harvesting a bumper crop that will 
insure a plentiful food supply for the 
United States and leave a good sur- 
plus for export. 

Reports on the condition of crops 
July 1st from the presidents of 
more than thirty leading railroads 
and thirteen important agricultural 
publications, gathered by The Stand- 
ard Farm Papers, show that from 
the Atlantic to the Pacific and from 
the Dominion of Canada to the Gulf 
of Mexico, the yield will be plentiful 
and the diversity of crops greater 
than ever before. 

Prices for farm produce, the agri- 
cultural editors report, are returning 
to a standard which will insure the 
farmer a fair profit and will restore 
his reduced buying power. 

Although a general scarcity of 
rain previous to July 1st threatened 
to retard some crops, this was 
averted early in July by general 
rains which freshened the pastures 
and invigorated the grains. 

There is a decreased cotton acre- 
age reported from the South, but the 
economists say this is an advantage 
rather than an evil, having a double 
significance. First, it will enable 
the southern planters to move at a 
profit, the large supply of cotton held 
over from 1920 and, second, it means 
that the southern states are becom- 
ing farmers rather than planters, 
that the great acreages formerly de- 
voted solely to cotton are being 
planted to other crops and that the 
increase of live stock breeding and 
general farming is relieving the 
southern farmer from his dependence 
upon the successful marketing of any 
single crop. 

In the West, there has been plenty 
of snow and rain and all irrigation 
sections have the water they need. 
The grazing lands in the mountains 
are in exceptionaly fine shape. Live 
stock breeders feel that the low point 
in the market has been passed and 
that from now on conditions will 
strengthen. They say that the ex- 
treme low price reached for pure 
bred cattle had the effect of driving 
from the industry most of those who 
were purely speculators rather than 
constructive breeders, and they look 


for the business of breeding and 
raising cattle for the market to 
thrive from now on. Dairy products 
are in good demand and prices on 
the whole are remunerative. There 
was a plentiful supply of labor at 
costs, which will enable the farmer 
to market his products at a profit. 

On the eastern section of its lines, 
the .Pennsylvania Railroad system 
reports wheat equal to last year, corn 
doing well, with an unusually large 
acreage of potatoes. On the west- 
ern portion, wheat, corn and oats 
are normal with the wheat harvest 
about two weeks earlier than usual 
The New York Central lines say 
the general crops will be good, but 
that early fruits and vegetables were 
damaged some by frosts. 

In New England, the rains came 
along just in time to prevent serious 
deterioration of pasture lands and 
the hay crop, the Boston and Maine 
Railroad reports. Fruits will be 
light. Massachusetts has a good 
supply of peaches, but few apples. 
Corn is normal. Tobacco is normal, 
but was slow in starting. 

Peaches and watermelons in pro- 
fusion is the story from the Caro- 
linas told by the Seaboard Airline 
Railway. Tobacco and cotton acre- 
age shows a decrease, while grains 
and forage crops are normal. The 
supply of citrus fruits from Florida 
will be about the same as last year, 
the railroad reports. 

There is a reduction of acreage 
of cotton and tobacco amounting to 
about thirty per cent in the terri- 
tory of the Atantic Coast Line, 
which is offset by increases in sweet 
potatoes, early fruit and truck crops. 
“The south is undergoing an econo- 
mic change that will, if continued 
for a few years, make her farmers 
independent,” reports the president 
of that railroad. 

Condition of crops throughout the 
territory served by the Illinois Cen- 
tral is very satisfactory, and indi- 
cations point to a normal yield. The 
wheat harvest has been completed 
in many sections and_ threshing 
begun. Reports indicate that the 
yield will be slightly better than the 
average, corn making an excellent 
growth, and the condition of oats, 
barley and rye being satisfactory. 

“Wheat has been cut and thresh- 
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ing commenced. The condition was 
much better than the average, and a 
large yield is expected,” says The 
Wabash, and there are similar re- 
ports from The Chicago & Alton, 
The Chicago, Rock Island & Pacific, 
The Chicago, Great Western Rail- 
road and The Atchison, Topeka & 
Santa Fe. The Rock Island lines 
estimates the Kansas wheat crop at 
between 113,000,000 bushels and 
130,000,000 bushels. The rice crop 
in South Texas shows a good growth, 
and reports indicate a heavy yield, 
the Rock Island adds. 

The Chicago & Northwestern 
Road and The Chicago, Milwaukee & 
St. Paul report winter wheat a good 
average over their entire territory, 
with crops about two weeks ahead 
of normal. 

Conditions in Iowa are practically 
perfect, reports the Milwaukee. 
There is plenty of moisture, and all 
other crops doing well. In the 
Trans-Missouri division the weather 
has been very favorable for crops 
throughout the Musselshell division, 
northern Montana, the Rocky Moun- 
tains and Idaho and Washington. 

“Corn is splendid and gives every 
promise of a good crop,” decares 
The Santa Fe. “Cotton is showing 
a good growth, and an increased de- 
mand during the last month or two 
from both domestic and foreign 
spinners has been rapidly absorbing 
that portion of last year’s crop which 
has been in storage. In southern 
and eastern Texas and Louisiana 
rice is satisfactory, and truck crops 
are turning out well. Canteloupes 
and sugar beets in western Kansas 
Colorado and New Mexico are de- 
veloping rapidly. The second and 
third cuttings of alfalfa in parts of 
our territory are making better 
yields than the first crop. 

“Orange and lemon growers in 
California are finding a _ ready 
market for their fruit at attractive 
prices, and the movement to eastern 
markets is in excess of what it was 
a year ago. California 
escaped the late frosts much 
than was expected. In the 
tains, ranges are in excellent condi 
tion, and live stock is doing well.” 

And so the reports go. From 
everywhere in the country, with its 
great diversification of production, 


grapes 
better 


moun- 
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the railroads with their fingers on 
the pulses of every little way station 
see this enormous new wealth liter- 
ally springing up from out of the 
ground. 

The editors of the agricultural 
publications report as favorably on 
the condition of the crops and also 
from their studies see a vast im- 
provement in the economic condi- 
tion of the farmer over last year, 
“Prices for commercial meat making 
live stock hit the bottom several 
weeks ago and have since shown in- 
creasing improvement,” says The 
Breeders’ Gazette of Chicago. 
“Some classes are selling at higher 
prices than have been obtainable for 
several months. There is an unpre- 
cedented surplus of corn, hay and 
grass in the principal stock raising 
regions and producers are confident 
that the worst has happened and that 
the market will continue to 
strengthen. In relation to the future, 
the present live stock situation is 
more promising than it has been in 
@ quarter of a century.” 

In Nebraska, the wheat harvest 
has had ideal weather conditions, 
writes the Nebraska Farmer, pub- 
lished by Governor S. R. McKelvie 
of that state. “It has ripened from 
a week to ten days earlier than was 
expected. The corn outlook was 
never better. The acreage is large. 
Farmers are marketing their old 
corn and will market much of their 
wheat direct from the _ thresher. 
Altogether things seem brighter out 
this way.” 

“Corn in Wisconsin is especially 
good and far in advance of other 
seasons,” reports Hoard’s Dairyman. 
“The price of mill feeds is below 
previous levels, there is a promise 
of good supply of roughage and 
small grains. There is a brisk de- 
mand for dairy products. Market 
milk and butter are selling on the 
whole at good prices. The price of 
cheese is low, but it is advancing, 
and the supply is short of last year.” 
Corn condition in Wisconsin July 
first, was the second highest on rec- 
ord. Potato acreage is larger than 
last year,” The Wisconsin Agricul- 
turist reports. ° 

On the Pacific Coast there is good 
cheer. “California agricultural con- 
ditions are better than a year ago,” 
the Pacific Rutal Press. 
“Fruits are not quite so good, but 
field crops and live stock are consid- 
erably better on the whole. Ocean 
shipments via the Panama Canal 
have been newly utilized with great 
advantage. Citrus fruits are yield- 
ing reasonable returns for the season 
with lemons selling high. Cereal 


says 


crops are harvested and are better 








HARDWARE AGE 


than the ten year average. Rice 
growers have about the same acreage 
as last year.” 

“We have one of the best crop 
prospects we have noted for a num- 
ber of years, and Western Dakota 
and Montana, which have suffered 
from drought for the last three years, 
have an excellent crop prospect,” 
says The Farmer, St. Paul. 

“Farm women all over the United 
States are obtaining better results 
from poultry by organized effort, 
and are using their butter and egg 
money to help furnish homes,” re- 
ports The Farmer’s Wife. 

“The Michigan corn crop is in 
excellent condition, ten days ahead 
of normal seasonal growth. Sugar 
beet acreage above normal and crop 
in normal condition,” reports The 
Michigan Farmer. 

“Generous rains have fallen in 
Ohio which means much to all crops. 
Corn is in very high condition,” is 
the word received from The Ohio 
Farmer. 

“Wtih the exception of fruits, the 
general condition of farm crops in 
the Middle Atlantic States is above 
normal. The wheat crop is good, 
and recent rains have saved the crops 
from serious damage,” says The 
Pennsylvania Farmer. 

“Wheat harvests began ten days 
earlier than usual. The spring pig 
crop is unusually large and above 
normal in character,” writes The 
Prairie Farmer. 

“The short acreage in cotton really 
spells prosperity for the South. 
Corn and other crops are in fine 
shape and very promising. The en- 
couraging thing in connection with 
the present crop is that it is made 
in the South at a cost of about one- 
third of last year,” says The Pro- 
gressive Farmer, 

“In Iowa corn is looking better 
than ever before, with the exception 
of 1914, and the encouraging fea- 
ture is the price of hogs,’ writes 
Wallaces’ Farmer. 


THE FRIENDLY BURGLARS 


Torrance, Cal., July 15, 1921. 
Editor, HARDWARE AGE, 
N. Y. City. 
Dear Sir: 

Last Sunday, July 10, a little past 
midnight, a few kind-hearted and 
thoughtful burglars entered my prem- 
ises and successfully relieved me of a 
thousand dollars worth of merchandise. 
This has rolled a great burden off my 
mind, besides curtailing a great deal of 
overhead advertising and bookkeepering 
expense. Last year our cost of doing 
business was 21%, and reckoning on 
that basis, the movement of the pres- 
ent $1,000 worth of merchandise rep- 
resents a distinct profit. I submit this 
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plan free of charge to my brothers in 
hardware. It is generally conceded 
that the fellow who gets business this 
year is the fellow who fights for it, 
but I feel free to confess that I made no 
effort to assist in the above removal 
and I regard the event as special gift 
for my exclusive benefit. Who of us 
does not appreciate the good things f 
life when they come of themselves, as 
it were? This occurrence has been a 
boon to me, but I do not expect the 
gods to favor me again, at least in 
this life. 

I should like to add that the de- 
clining markets and the diminution of 
average buying power of customers are 
far from being a hardship especially 
when coupled with the above favorable 
circumstance, inasmuch as it will make 
an appreciable difference to the In- 
come Tax Collector, their loss natural- 
ly being my gain. So all around I am 
a heavy gainer. 

Yours for Hardware, 
HuruM E. REEvse. 


Cincinnati Dealers on Outing 


The annual outing of the Hardware 


.Club of Cincinnati and the Hardware 


Guild was held at Bass Island on 
Thursday, July 28. It was one of the 
largest and most enjoyable of those yet 
held. Features of the day were a 
baseball game between representatives 
of the jobbing and retail branches of 
the trade, won by the jobbers by an 8 
to 7 score, athletic events for children 
and grown-ups, dancing and the custo- 
mary sing-song, led by the Hardware 
Club quartet, which by the way shall 
be nameless as a measure of protection 
from the mob at subsequent affairs of 
this kind. 

Some interesting sidelights on the 
outing are only now coming to light, 
probably the best of which is the de- 
scription by Ed. Hoffeld of the indig- 
nation and amazement occasioned when 
the refreshment committee tapped the 
wrong barrel after the gang arrived 
at the grounds with a thirst generated 
by a twelve-mile automobile drive in 
the heat of the sun. According to Ed. 
this almost spoiled the party, but 
Charley Kobbmann and his committee 
soon had matters righted and the fes- 
tivities off to a good start. 

All the gang were there, with the 
exception of Joe Bevis, song leader. 
Jce’s absence was plainly unavoidable, 
according to a letter of regret received 
by the committee. The palm for at- 
tending the picnic under extreme diffi- 
culties was awarded to Henry Jansen, 
who made a record run from Chicago 
in order to be present, Henry arriving 
with his family at one o’clock. 

Arrangements for the outing were 
under the direction of President Guck- 
enberger and Secretary Becker of the 
Hardware Club, and President Carl 
Koehler and Secretary Carl Schott of 
the Guild. Different entertainment 
features were in the hands of capable 
committees, and not since the memor- 
able year of 1918 was such a good time 
provided. 

















EDITORIAL COMMENT 


OOo 


THE FUTURE OF THE HARDWARE BUSINESS 


N periods of business depression men incline 
to thought, and consider many matters 
which commonly are treated to a shrug of 

indifference. 

One of the several reasons for this is probably 
because Chance selects a business career for a 
large majority of men and women, and Chance 
unfortunately, and even tragically at times, is 
brutally unconcerned about the natural aptitude 
of individuals. 

Consequently many men and women who find 
themselves to-day engaged in some more or less 
engrossing business would be entangled by per- 
plexities if necessity required them to explain 
their reasons for the choice and pursuit of their 
present occupations. 

It invariably happens that eight out of per- 
haps every ten men at some time in their lives 
find it necessary to consider the future of the 
business in which they are engaged. 

The future of any business depends largely 
upon the capability, the ingenuity and the re- 
source of the men who conduct it. 

The permanency of a business, however, is 
limited by its intrinsic value and adaptability to 
the life and evolution of man. 

As long as man is upon the earth he will re- 
quire food and shelter, and although the female 
of the species may, with time and exposure, and 
by the process of elimination, reduce the re- 
quirements of her wardrobe to a few slight and 
subtle modesties, man, in all probability, will 
still require a moderate amount of clothing for 
a number of generations yet to come. 

Broadly stated, food and shelter are the only 
actual essentials for existence. Modern civiliza- 
tion, however, insists upon such a multitudinous 
variety of things for its comfort and conve- 
nience that it would be extremely difficult, as 
was demonstrated during the war, to separate 
an essential business from one that is non- 
essential. 

But the hardware business with its large as- 
sortment of essential stock may be classified, 


without the slightest hesitancy, as a business 
necessary for the maintenance of civilization. 

Men must eat and they must be sheltered from 
the elements. The hardware manufacturer 
produces and the hardware merchant dis- 
tributes cooking utensils of every description, 
from the most elementary necessity to the most 
ingenious contrivance that human mind has yet 
devised for ease and comfort in the preparation 
and service of epicurean delicacies. 

The hardware industry produces and the 
hardware trade distributes indispensable ma- 
terials and supplies to the builder, and when 
construction has been completed it is the hard- 
ware business again that makes it possible to 
furnish the home, office, school or factory with 
taste and discrimination. 

Is there a home or school, a shop or factory, 
a farm or shipyard, a lumber camp or mine, or 
any character of transportation anywhere, that 
does not require hardware of some form or 
fashion? 

But, getting down to the bone of the question, 
what of the hardware dealer? Will an age of 
specialists and specialty shops crowd him out 
of business? 

No basis for this supposition can be found 
either in necessity or in logic. It is more than 
probable that a large proportion of America’s 
population will for generations yet to come live 
in small communities. The full agricultural 
development of the country will not be attained 
for an indefinite period of time. The compara- 
tively limited populations of rural sections sel- 
dom warrant the support of more-than a small 
number of specialty shops. The hardware store 
represents a buying center unto itself, which 
is an adequate recommendation to both farmer 
and townsman. 

In large congested cities, where the wheels 
of industry are never silent, the hardware busi- 
ness has already amply and practicably demon- 
strated that it has inexhaustible resources and 
potentialities. 

Therefore, set it down as an irrefutable con- 
clusion—you men in the hardware business 
who speculate upon its future—the hardware 
business is as broad in scope as life itself, and 
as unlimited, in the possibilities of its growth. 
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Repeals Excess Profits and Luxury 


New Tax Measure Is Rapidly Taking Shape 


Taxes — Transportation 





Tax Cut Now and Repealed Next Year—Sport Goods Tax Cut 


WASHINGTON, Aug. 15, 1921. 
(J) meres ie FORDNEY and his 


merry little band of revenue tax 

tinkers have made a good start 
in the revision of the emergency war 
revenue act. They have voted to strike 
off one-half the 10 per cent tax on 
sporting goods, to abolish the soft 
drink tax now levied upon the products 
of the soda fountain and hokey-pokey 
man, and to eliminate the 10 per cent 
impost on so-called luxuries selling for 
more than fixed sums. 

This is only a starter. Other cuts 
are yet to be made, including the wip- 
ing out of that bugaboo of big and 
little business, the excess profits tax; 
and the reduction by one-half of the 
transportation tax next January, and 
its entire repeal Jan. 1, 1923. 

The program upon which the com- 
mittee is working was substantially 
agreed upon at a recent conference at 
the White House, presided over by the 
President and attended by Secretary of 
the Treasury Mellon and the Republi- 
can leaders of the House, including 
nearly all the members of the Ways 
and Means Committee. 

The category of sporting goods upon 
which the tax is to be reduced from 10 
to 5 per cent of the manufacturers’ or 
importers’ prices, is set out in Title IX 
of the war revenue act as follows: 


This Tax Cut in Half 


“(5). Tennis rackets, racket covers 
and presses, skates, snowshoes, skis, 
toboggans, canoe paddles and cushions, 
polo mallets, baseball bats, gloves, 
masks, protectors, shoes and uniforms, 
football helmets, harness and goals, 


basketball goals and uniforms, golf 
bags and clubs, lacrosse sticks, balls of 
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all kinds, including baseballs, footballs, 
tennis, golf, lacrosse, billiard and pool 
balls, fishing rods and reels, billiard 
and pool tables, chess and checker 
boards and pieces, dice, games and 
parts of games (except playing cards 
and children’s toys and games), and 
all similar articles commonly or com- 
mercially known as sporting goods, 10 
per centum ad valorem.” 

Few of the articles included in the 
list of luxuries, the tax on which is to 
be repealed, are carried by the hard- 
ware dealer, but they are of general 
interest to the business community as 
indicating the type of tax which Con- 
gress is now disposed to eliminate. The 
list of goods on which the Treasury is 
now collecting a tax of 10 per cent is 
as follows: 


This Tax Goes Off 


(1) Carpets and rugs, including 
fiber, except imported and American 
rugs made principally of wool, on the 
amount in excess of $5 per square yard; 

(2) Picture frames, on the amount in 
excess of $10 each; 

(3 Trunks, on the amount in excess 
of $50 each; 

(4) Valises, traveling bags, suit 
cases, hat boxes used by travelers, and 
fitted toilet cases, on the amount in ex- 
cess of $25 each; 

(5) Purses, pocketbooks, shopping 
and hand bags, on the amount in ex- 
cess of $7.50 each; 

(6) Portable lighting fixtures, in- 
cluding lamps of all kinds and lamp 
shades, on the amount in excess of $25 
each; 

(7) Umbrellas, parasols, and sun 
shades, on the amount in excess of $4 
each; 

(8) Fans, on the amount in excess of 
$1 each; 

(9) House or smoking coats or jack- 
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ets, and bath or lounging robes, on 
the amount in excess of $7.50 each; 

(10) Men’s waistcoats, sold sepa- 
rately from suits, on the amount in ex- 
cess of $5 each; 


You Will Save on These 


(11) Women’s and misses’ hats, bon- 
nets and hood, on the amount in ex- 
cess of $15 each; 

(12) Men’s and boys’ hats, on the 
amount in excess of $5 each; 

(13) Men’s and boys’ caps, on the 
amount in excess of $2 each; 

(14) Men’s, women’s, misses and 
boys’ boots, shoes, pumps and slippers, 
not including shoes or appliances made 
to order for any person having a crip- 
pled or deformed foot or ankle, on the 
amount in excess of $10 per pair; 

(15) Men’s and boys’ neckties and 
neckwear, on the amount in excess of 


$2 each; 

(16) Men’s and boys’ silk stockings or 
hose, on the amount in excess of $1 
per pair; 


(17) Women’s and misses’ silk stock- 
ings or hose, on the amount in excess 
of $2 per pair; 

(18) Men’s shirts, on the amount in 
excess of $3 each; 

(19) Men’s, women’s, misses’ and 
boys’ pajamas, night gowns and un- 
derwear, on the amount in excess of $5 
each; and 

(20) Kimonos, petticoats and waists, 
on the amount in excess of $15 each. 

All Soft Drinks to Be Free 


In view of the decision of the Com- 
mittee to strike out the soda fountain 
and soft drink tax, certain members 
have insisted that the tax on bottled 
soft drinks must also go. The chief 
argument in support of this claim is 
the contention that these bottled goods 
are largely sold in the rural districts 
where there are few or no soda foun- 
tains, and-that there is no justice in 

a 
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relieving the patron of the city drug 
store without at the same time afford- 
ing relief to the customer of the coun- 
try crossroads ‘store who must buy his 
bellywash in bottles. These arguments 
will probably be conceded to be sound 
and the tax on all soft drinks ulti- 
mately abolished. 

The taxes thus far slated for repeal, 
as above enumerated, represent about 
fifty million dollars in the collections 
for the last fiscal year. They will 
probably be wiped out without regard 
to final action on the excess profits tax, 
which, however, seems destined to go 
irrespective of whether substitute rev- 
enue-producing measures are adopted. 


That Troublesome Transportation Tax 


Perhaps the liveliest issue in the 
Ways and Means Committee up to the 
time of the White House conference 
was the question of the repeal, in whole 
or in part, of the transportation tax. 
The Treasury Department was reluc- 
tant to sacrifice this juicy revenue pro- 
ducer, so Secretary Mellon suggested 
that if Congress was determined upon 
repeal it should be provided that only 
one-half the tax should come off Jan. 
1 next, with the understanding that 
the other half should be eliminated at 
the beginning of 1923. This plan will 
probably be adopted. 

The transportation tax is one of the 
most unpopular of all the war levies 
and has undoubtedly had a disastrous 
effect upon business, especially upon 
the operations of manufacturing con- 
cerns of moderate size which have 
been obliged to maintain a staff of 
traveling salesmen in addition to pay- 
ing heavy freight bills. The Inter- 
state Commerce Commission, by vari- 
ous decisions has extended the tax to 
apply to switching charges, demurrage, 
and practically every other form of 
railroad service, privilege, or penalty, 
with the result that manufacturers 
merchants in all lines have been heav- 
ily bled to make this tax a big revenue 
producer. Business men will kiss it 
goodbye with extraordinary enthusi- 
asm. 


Will Boost Corporate Income Tax 


In the effort to frame a tax revision 
law that will be popular with the coun- 
try at large, Mr. Fordney and his col- 
leagues are planning so many cuts in 
existing levies that it is daily becom- 
ing more and more apparent that very 
substantial sums will have to be raised 
by substitute legislation. It has been 
practically agreed upon to boost the 
corporate income tax from 10 per cent 
to 12% per cent, which will nearly 
close the gap caused by the repeal of 
the excess profits tax, the proceeds of 
which have been dwindling rapidly since 
the war babies went out of business. 

It will not be possible to juggle the 
individual income tax so as to bring in 
more revenue. To tempt the owners of 


large fortunes to retain their holdings 
of taxed securities instead of putting 
their money into exempted State and 
municipal bonds, the maximum surtax 
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is to be reduced from 65 per cent to 32 
per cent with a further cut to 25 per 
cent next January. As this will cost 
Uncle Sam a pretty penny the loss may 
be made good by boosting the surtax 
rates on incomes between $6,000 and 
$50,000. This has not yet been deter- 
mined. 

I venture the prediction that the In- 
ternal Revenue Bureau will be disap- 
pointed in tne effect of this change. If 
the fortunate possessors of incomes 
above $50,000 per annum have found 
it a simple matter to transfer their 
investments from 7 per cent industrials 
liable to tax to 6 per cent municipal 
bonds free of tax, it will not take much 
study to convince those whose incomes 
range from $6,000 to $50,000 that they 
also should invest in tax-free munici- 
pals instead of paying Mr. Fordney’s 
higher surtaxes. 


Smoot After Tax-Exempt Securities 


Senator Smoot, who is credited with 
being one of the most thorough-going 
business men in the upper house, has 
dug up the interesting information that 
no less than twenty billion dollars’ 
worth of tax-exempt bonds, issued by 
States, counties and municipalities and 
therefore free of tax, are now outstand- 
ing. If these figures are correct—and 
it is always a good bet to back Smoot’s 
figures—the untaxed income from these 
bonds amounts to considerably more 
than a billion dollars, or approximately 
one-fourth of Uncle Sam’s present tax 
bill. 

Every little while someone suggests 
that a way should be found for the 
Federal Government to tax these secur- 
ities, and several bills for that pur- 
pose have been presented in Congress. 

The difficulty in the way, however, 
is the fact Congress cannot constitu- 
tionally tax securities issued by au- 
thority of the States; hence the prob- 
lem is as to whether a Constitutional 
amendment can be put through under 
the terms of which the Federal Gov- 
ernment would be authorized to tax 
all securities. The first step in such 
a project would be to secure the pas- 
sage through Congress of a joint reso- 
lution providing for the desired amend- 
ment. 


Would the States Do It? 


This would be an easy matter, but 
the next step would be to obtain the 
consent of three-fourths of the States 
to the proposed amendment, which 
would be a horse of another color. The 
Congressional leaders do not believe 
that the States would voluntarily au- 
thorize the Federal Government to tax 
their local securities, hence they are in 
no hurry to pass a resolution that 
might hang fire in the State Legisla- 
tures for many years to come. 

Of course it would be impossible for 
the Federal Government to impose a 
tax on any of the twenty billion dol- 
lars’ worth of outstanding State se- 
curities as no Constitutional amend- 
ment could be given a retroactive ef- 
fect, but ff the amendment should be 
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adopted a tax could be levied upon all 
new issues, whether of original loans 
or for the refunding of maturing bonds. 


More Trade Commission Activity 


The Federal Trade Commission is 
evidently composed of an aggregation 
of salamanders. The hotter its gets in 
Washington the more active are the 
members of that extraordinary body. 
Half-a-score of formal complaints have 
recently been issued by the Commis- 
sion, the majority of which are of spe- 
cial interest to manufacturers and mer- 
chants. 

It is a very warm day in August 
when the Commission cannot find the 
basis for a charge that someone is 
violating the law in the matter of the 
maintenance of resale prices. A case 
in point is a complaint just issued 
against a Chicago concern which man- 
ufactures music rolls for player pianos. 

The complaint recites that the music 
company, in the sale of its rolls em- 
ploys a policy of prescribing certain 
specified prices at which its rolls shall 
be resold by retail dealers to the public 
and enforces its policy by refusing to 
sell to dealers who fail to maintain the 
prices fixed, ‘and by requiring dealers 
to give assurance that in the future 
the prices fixed by the respondent will 
be observed. The contracts in question, 
alleged to be in violation of the Clayton 
Act, which are entered into between 
the music company and retail dealers 
for the sale of the company’s rolls, con- 
tain the provision that such dealers 
will not deal in player rolls manufac- 
tured and sold by any competitor of 
this company, but will deal in its rolls 
to the exclusion of competitors’ rolls. 


Price Maintenance Is Unfair 
Competition 


The complaint alleges that the pur- 
pose and effect of the company’s resale 
policy is to “establish uniform resale 
prices, to eliminate competition among 
dealers, and to deprive such dealers of 
the opportunity to resell the company’s 
rolls at prices which they deem ade- 
quate.” The complaint also avers that 
the practice of maintaining resale 
prices “operates to the prejudice of 
competitors who do not follow it.” 

The courts have uniformly held that 
contracts for the maintenance of re- 
sale prices are illegal, but they have 
also sustained the right of the manu- 
facturer to refuse to sell to dealers 
who cut prices. The outcome of this 
case will be watched with interest. 

In another case involving a New 
York firm of watch importers, an order 
has been entered by the Commission 
after the filing of a formal complaint 
and the trial of the questions raised 
therein. Under this order the respond- 
ents are required to refrain from cer- 
tain competitive methods set forth in 
the original complaint. In a bulletin 
promulgating this order, the Commis- 
sion says: 


Must Not Agree On Price Schedules 


“Discontinuance of the company’s 
policy of fixing prices at which ‘Inven- 
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tic’ watches shall be resold by whole- 
salers to the retail trade, and the mak- 
ing of agreements with wholesalers to 
adhere to the prices fixed by the For- 
briger Company, is the first require- 
ment of the order. This requirement 
is pursuant to a finding of fact by the 
commission that the Forbriger Com- 
pany imports the Inventic watches 
from a Swiss manufacturer under 
agreement to sell the jobbing trade in 
America; that the company establishes 
a resale price and issues a schedule of 
such prices with notice to the whole- 
salers that the company’s practice was 
to sell only to those wholesalers main- 
taining the resale price. The price was 
maintained by means of agreements 
whereby the wholesalers expressly 
promise not to resell the Inventic 
watches below the price fixed by the 
Forbriger Company, this agreement 
being in many instances a condition 
precedent to the acceptance of an order 
for the watches. 

“Secondly, the company must refrain 
from interfering with the advertising 
and sale of ‘Inventic’ watches by others 
at prices lower than the price estab- 
lished by the Forbriger Company. This 
requirement is based upon a finding by 
the commission that three jobbers ac- 
quired from a dealer in London a quan- 
tity of Inventic watches which were 
offered for sale below the price fixed 
by the Forbriger Company, which com- 
pany thereupon attempted to cut off 
the jobbers’ supply, and by threats in- 
duced the jobbers to sell the watches 
to the Forbriger Company, thus taking 
them off the market. Attempts were 
also made by the Forbriger Company 
to prevent these jobbers from adver- 
tising the watches for sale in trade 
journals at the lower price, and pub- 
lishers of the Novelty News and the 
Jewelers’ Circular were induced to re- 
fuse the advertising of such jobbers.” 


Labels Deceive Public 


The Commission is especially vigilant 
these days in pursuing concerns that 
have purchased surplus war supplies 
from the Government and sought to 
sell them upon representations that 
they are made in accordance with high 
Governmental standards. A Chicago 
varnish concern has been brought to 
book in a complaint that the company 
uses labels upon varnish cans contain- 
ing the words “Government Spar.” 
This label, the Commission alleges, is 
“false and deceptive in that the var- 
nish so labeled has not been procured 
from the Government, or manufactured 
for its use in accordance with any Gov- 
ernment formula.” The labels are said 
to deceive the public and induce the 
purchase of the varnish upon the be- 
lief that it is made in accordance with 
Government specifications. 

The filing of the complaint and the 
citing of this respondent to appear and 
make answer followed a preliminary in- 
formal inquiry instituted by the Com- 
mission upon application of a competi- 
tor and initiates a proceeding to try 
out in a formal way the questions 
raised by the complaint. This proceed- 
ing includes the examination of wit- 
nesses under oath, and the introduc- 
tion of evidence on both sides. 

The Commission is also giving much 
attention during the dog days to mis- 
leading advertising. A big department 
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store in Washington has just been made 
a defendant in one of the Commission’s 
complaints, which the Commission de- 
scribes as follows: 

“The firm is cited because of certain 
advertising which the complaint alleges 
misleads the public as to the quality 
and value of the goods advertised; for 
example, it is stated in the complaint 
that table cloths, known by the firm 
to be mercerized cotton, were adver- 
tised in the Washington papers as 
‘mercerized satin damask table cloths,’ 
and that certain hosiery, known by the 
firm to be composed partly of wool, 
and partly of cotton, were advertised 
as ‘men’s wool sport socks.’ This ad- 
vertising, it is alleged, injuriously af- 
fect competitors and causes the public 
to believe that the cloths as advertised 
are composed, in part at least, of linen, 
and the hosiery is ‘composed entirely 
of wool.” 

A New York manufacturer of tex- 
tiles is hauled over the coals by the 
Commission in another complaint, for 
labeling a cotton product as “silkette.” 
This label, the Commission avers “is 
misleading and creates the belief that 
the material, in part at least, is de- 
rived from the cocoon of the silkworm 
and is unfair to the firm’s competitors 
who sell the genuine silk article.” 


Policy Of Big Tobacco Combination 


Great interest has been aroused in 
official circles in Washington by the 
publication here of a circular recently 
issued by the American Tobacco Com- 
pany to its jobbing customers, outlin- 
ing the policy the company will pursue 
in dealing with price cutters. As the 
big tobacco corporation is known to 
have the benefit of the best advice the 
legal profession affords, manufacturers 
and merchants alike will scan this cir- 
cular with great interest. It is as 
follows: 

“It is of the highest interest to this 
company to maintain permanent means 
of distributing its brands of tobacco 
and cigarettes by efficient and business- 
like methods. 

“We can only expect té obtain and 
hold customers when it is possible for 
jobbers to sell our products profitably. 

“It is obvious that a jobber of our 
products who sells at prices which 
would not permit of the tobacco busi- 
ness itself being profitable, or the busi- 
ness on our brands being profitable 
taken by itself, is a jobber who in the 
long run will be a detriment and not a 
benefit to our business as our customer. 


An Unreliable Distributor 


“Any jobber who sells our products 
without profit or with such a_ small 
profit that it will not benefit him to 
continue permanently in the tobacco 
business on such a margin of profit is 
not a distributor we can afford as a 
safe and permanent avenue of distri- 
bution, and, if by his persistent price- 
cutting he discourages and destroys the 
interest in our brands with competing 
jobbers we may eventually be left 
without adequate means of thorough 
distribution in his locality. 


“For this reason we are convinced 


that for the future of our business we 
are bound to prevent so far as we rea- 
sonably and lawfully may, 


such de- 
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moralization in the trade so far as our 
products are concerned. This does not 
mean price-maintenance, but it does 
mean that where a jobber is not inter- 
ested in making a fair and reasonable 
profit on our brands and elects to sell 
our products for motives of their own, 
at less than a living profit, we are 
forced to the conclusion that he is not 
sufficiently interested in our goods to 
make a desirable permanent customer, 
and we shall feel at liberty to remove 
him from our list of direct customers. 

“We trust that this policy will have 
the approval of all our customers who 
are concerned in making a_ livelihood 
out of the tobacco business.” 

How much is your time worth per 
hour? Intrinsically, nothing at all, but 
if it covers genuine service it may be 
worth a whole lot. 

This very sound proposition is set 
forth in a bulletin just issued by Post- 
master General Will H. Hays, in which 
the P.M.G. gives full credit to George 
Whittingham, city carrier No. 4 of Al- 
liance, Ohio, who has submitted for the 
approval of the Post Office Department, 
what Mr. Hays characterizes as “the 
following splendid interpretation of 
service”: 


Time or Service, Which? 


“One of the greatest hindrances to 
the smooth revolution of the indus- 
trial wheel is the idea that a person’s 
time is worth so much an hour. 

“That is a big mistake. 

“A fallacy and a delusion. 

“Hoary headed, but false, wide- 
spread but misleading, pernicious in 
its plausibility, disastrous in its ef- 
fects, it possess not a particle of 
truth. 

“Our time is not worth fifty cents, 
seventy-five cents or a dollar an hour. 

“One hour of your time or my time 
in itself is simply worth nothing. 

“Forty-eight hours of your time or 
my time is worth no more. 

“One hour of your service, one hour 
of my service. 

“That’s a different proposition. 

“Ringing a time clock is necessary, 
but a time clock is merely a measur- 
ing device. 

“Tf it measures an hour’s time only, 
it measures time wasted. 

“If it measures an hour’s service, 
that’s good. 

“If it measures half a month’s 
service, that earns the pay check.” 
Speaking of Will Hays, here is a 

business man’s call to arms uttered by 
him at a big luncheon of Washington 
business men a day or two ago: 
“There is a lot of business that is 
really sick, still staggering with the 
shell shock of war and the debauch of 
extravagance, but there is a good deal 
more that is merely malingering. What 
we need more than anything else is the 
common sense of courage and con- 
fidence. There is, of course, the great- 
est era of expansion and prosperity 
ahead that the world has ever seen. 
Every one knows this and the only 
question discussed is when it will start. 
Well, it’s time to go out and meet it! 
“Let us have less of ‘Thou Shalt Not’ 
and more of ‘Come On, Let’s Go.’” 
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‘Here Comes the Boss!” 


“Here comes The Boss—we must 
get busy!” The news travels swiftly. 
Heads bend over books, the stenog- 
rapher rustles her papers, the tele- 
phone operator dons her headgear 
and answers the insistent flash from 
the switchboard that has been wink- 
ing in front of her for five minutes. 
The Clock Watchers take note of the 
time and multiply their futile mo- 
tions. Work begins when The Boss 
comes on the job. His late break- 
fast and leisurely journey to his desk 
cost him more than he ever esti- 
mates! 

In some corner of the place the 
Wise Guy is not electrified when The 
Boss comes on the job. He is quietly 
taking advantage of that best hour 
in any man’s day—the first in the 
morning. He does not care when 
The Boss arrives, or whether he 
comes at all; he is not working for 
The Boss, although everybody else, 
including The Boss, thinks that he is. 


He gets his pay with the rest, out of 
the same cash drawer; he is busy 
with the affairs of the same concern 
and is loyal to its interests. But his 
real employer is of quite another 
sort. 

It may well be that he is not aware 
of the fact, but the person for whom 
he is working is Himself—his real 
self; the self that lives inside and 
commands his purposes. Not his 
pocket, mind you; pocket is only a 
crevice in the clothing that covers a 
man. Not what he gets in his pay 
envelope: that is only money; it is 
quickly spent, and not a sou of it can 
accompany him when a few days 
from now—oh, so very few days—he 
passes through the Veil to be valued 
for what he has made of himself. 
He is working for himself, for his 
own satisfaction. 

“Tf the thing I am doing were not 
worth doing, were not of service 
among the real tasks of the world,” 


Segal Lock & Hardware Co. Outing 

















Feltman’s Casino, Coney Island, N. 
Y., was the scene of the annual outing 
held recently of the Segal Association 
of Principals composed of the execu- 


tives and sales managers of the Segal 
Lock & Hardware Co., 161 Leonard 
Street, New York. An excellent time 
was enjoyed. 


ro 


vo 


his life says, even if his tongue does 
not, “I would not be doing it. Pay 
is well enough, and one must have it 
in some form; but I get my satis- 
faction out of my own insides, from 
doing to the best of my ability what- 
ever it is that my hand finds to do. 
I am glad of the approval of The 
Boss, but I am more concerned about 
my own approval. It is for my own 
sake that I put my best licks into my 
work. I can fool The Boss by work- 
ing hard when he is looking at me, 
but I cannot fool myself.’ 

Presently the Wise Guy is called 
out to a better job; for little as he 
may suspect it, The Boss is looking 
for Wise Guys. They seem to be 
scarce. 


—From the N. ¥Y. Eve na P 


Educating Customers 


(Continued from page 61) 


than a quarter of a century’s expe- 
rience about the buying psychology 
of folks that. examine his window 
displays. 

“There are several reasons,” was 
the reply, “and not the least in im- 
portance is because it saves time. 
There are a great many who want 
to buy or think they do and they 
come in to ask a salesman the price. 
The old theory has been that it was 
a good thing to get them into the 
store to ask the price for they might 
buy something else at least. We 
don’t find this true with hardware. 

“Might work better to leave off the 
price tag in selling luxuries than 
when selling necessities,” I sug- 
gested. 

“That may be it. Anyhow we find 
that with the purpose of the knife 
or piece of cutlery plainly given 
when there is any possibility that 
this would:not be known, and the 
price tagged neatly, the prospective 
customer most likely “‘sells’’ himself. 
He compares articles of similar pat- 
tern that he is interested in and 
checks one up against the other, 
makes his selection because he knows 
just what the price is and comes into 
our store ready to buy. He is an 
educated customer!” 

One of the interesting things 
about the system of this organiza- 
tion is the up-to-the-minute inven- 
tory system in use. When the writer 
suggested that it must be a mighty 
task to keep track of the stock in 
hand of so many different styles of 
knives shown in the window, I was 
shown the perpetual inventory where 
one girl is in constant communica- 
tion with the warehouse and at a 
glance at her records promptly told 
us the number in stock of any par- 
ticular article. 
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Two Ads Which Capitalize on Present Day Conditions 
How Hardware Men Are Advertising Sport Goods 


After the Tennis Players 


No. 1 (2 cols. x 6 in.) 


Goldcamp Bros. & Co., Ironton, Ohio, 
sent us this ad which is bound to se- 
cure the interest of the tennis player 
who is “fussy” about his racquets. The 
copy indicates that the sport goods de- 
partment of the firm likes to specialize 
in fitting out tennis enthusiasts with 
just the sort of racquet that individual 
taste dictates. 

This ad is an example of how brief 
copy may cover a whole lot of ground. 
Certainly this ad wastes no words but 
the thought of its writer is put across 
forcefully. The illustration is good 
and lends a summery atmosphere to 
the ad which would be difficult to se- 
cure otherwise. 

In a letter from Goldcamp Bros., H. 
B. Goldcamp states that his firm are 
strong for tying up with news and 
events and in connection with this 
policy, the company ran ads for Decora- 
tion Day, July 4th and a tie-up with 
the Dempsey-Carpentier fight, which 
latter ad is reproduced elsewhere in 
this department. 

In addition to tying up with news- 
paper ads, the Goldcamp firm utilizes 
its windows. For instance, in the firm’s 
patriotic window display which tied up 
with July 4th, there appeared on a large 
display card, 6 ft. long, the following 
text: “Goldcamp hardware always in 
the ring. We are knocking out the 
champion, ‘Mr. High Cost’ daily.” Then 
followed notations on goods which had 
been recently added to the list of items 
reduced in price. 

Inspection of Goldcamp publicity con- 
vinces us that this firm is on the right 
track and Goldcamp Bros. we would like 
to have samples of your advertising 
from time to time. 


A Help for Piscatorial Artists 


No. 2 (3 col. x 10 in.) 

As the poet said: “Give me a few 
flowers to-day and not so many when 
I pass on,” so we say. Therefore, when 
a hardware dealer writes in and tells 


us how much we are helping him, we 
wear his bouquet of the flowers of 
courtesy and appreciation and feel as 
though our efforts were really amount- 
ing to something. 

The other day F. F. Faut of the hard- 
ware firm of E. J. Faut, Brookfield, Mo., 


wrote us as follows: “Once more we 
want to express our thanks for the help 
we get from your department. We 
know of no other single source of help- 
ful suggestion that gives us as much 
as the ‘Publicity for the Retailer’ de- 
partment of Hardware Age.” Thanks, 





HOW BIG A FISH 


CAN YOU CATCH? 

















For the man or woman who catches 
the biggest fish of any kind out of 
the Country Club lake, and weighs 
and registers their catch at our 


ig 


Register Your Lucky Catch—You 


must come from our store. 


Our Tackle Will Help You 


May 


The prizes are two silver loving cups, now on display in our window, to 
he engraved with the name of the winner and presented on October first. 
The only condition we make is that some part of the tackle used j 


Tor the man or woman who catches 
the jargest bass with casting. rod 
und artificial bait—every contest 
fish to be weighed and regist: red at 


cur store. 


Be The Prize Fisherman. 








REGISTER YOUR LUCKY CATCH—YOU MAY 
BE THE PRIZE FISHERMAN | 








Come in and look them over. 


'Faut 





We carry the largest stock of fishing tackle and guns in the county. | 
We are glad to show them to you. | 


Hardware 


Get your hunting license at our store. 


Co. 











2—How to set the stage for a prize fish ad 
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brother Faut, and we will do our darnd- 
est to win another letter like that 
along in the future. 

Now, if you dealers want to get a 
line on how Fault advertises just glance 
over this prize fish ad which, to say 
the least, is a very nifty idea and one 
that we don’t recollect as ever looming 
up on our horizon. 

This ad is not only interesting and 
calculated to arouse much talk in pis- 
eatorial circles but it has more than the 
customary % of 1% kick because it be- 
comes necessary to make a purchase at 
the Faut store in order to be registered 
for the contest. This condition is in no 
way onerous for the wording leaves it 
open for the customer to purchase only 
a single hook if he so desires. The 
thought behind the condition was not 
profit so much as getting folks inside 
the store, introducing the store to a 
greater range of possible customers and 
so laying the foundation of greater 
patronage. 

As a prize fish ad, we think this Faut 
effort wins the cup and where local 
conditions so shape themselves as to 
make possible a similar announcement, 
we advise you to take it on and get 
your store talked about. 


An Ad Your Trade Will Like 


No. 3 (4 cols. x 10 in.) 

Here is an ad from Goldcamp Bros. 
& Co., Ironton, Ohio, that your cus- 
tomers will like to see. Originally, the 
ad was run to tie up to the big scrap 
at Boyle’s Thirty Acres but it so hap- 
pens due to lack of direct reference to 
the fight that the ad is just as good 
for next week as it was when Gold- 
camp used it. 

“Your dollar has the punch” is the 
direct Americanese way of stating that 
the value of the unit of Sam’s currency 
has risen almost to its former buying 
power of a little less than 100 cents 
instead of being in the 38c. dumps as 
it was last year. 

And anyone, however thick-skulled, 
knows what “the punch” means and 
therefore an impetus is given to hard- 
ware buying. The dollar has got to 
be advertised. It got down to a point 
where its best friend couldn’t recognize 
it and now that it is full of pep again, 
there’s no need of folks continuing to 
snub it and pass it by as a no-account 
proposition. Therefore, give the old 
bone a little publicity like Goldcamp 
and folks will wake up to the fact that 
once more they’ve got a punch in their 
purse. 


Moral Strength in This Ad 


No. 4 (4 cols. x 10 in.) 


Here’s an ad that takes the bull by 
the horns and tosses him for a fall. It 
admits everything—that business is off 
—trade searce and all that—but—it 
says scratch harder. 

Instead of pining and sinking into a 
State of desuetude, the Central folks 
announce publicly that they are scratch- 
ing hard, prove it by their persistent 
publicity and therefore encourage 
others to do likewise, resulting in more 
activity all around and lifting the whole 
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commercial structure a little further 
up from the slough of despond. 

The hen was selected for the simile 
and we’ll say it is a first-class simile. 
Nothing can beat a hen when it comes 
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Tennis 
Rackets 


With just the right “bal- 
ance and “feel” are hard 
to get, but after careful 
selection we believe -we 
can “fit you” 








Tennis Balls 
Base Balls 
and Bats 


Lawn hose, nozzles and fountain lawn sprinklers 
Get them at 


Goldcamp Bros. & Co. 


; : Dependable Hardware Since ’93 
Cov. 4th and Center St tronton, O, 
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1—An appeal to particular tennis 
players 


to scratching, not even a 
collar. 

The Central Hardware Co. maintains 
three stores in the following towns: 
Lecompte, Alexandria and Oakdale, La. 


saw-edge 
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PUBLICITY ITEMS 


The morning’s mail brings a series 
of snappy four-page dealer newspapers 
from the Coffield Washer Co., Dayton, 
Ohio. This newspaper which is a re- 
cent feature of Coffield dealer publicity 
is called “The Coffield News” and its 
title was selected well, for the sheet is 
newsy from start to finish. One fea- 
ture running through the issues which 
we think notable and which the dealer 
is bound to appreciate is a series of 
sketches of the men comprising the 
Coffield organization. The photos are 
shown in connection with a little in- 
dividual story of each man that leaves 
you with the thought that he is real 
human being as well as being a booster 
for Coffield washers and Coffield deal- 
ers. Hardware men like to get to know 
the personnel of firms they do business 


with and they can meet the whole 
Coffield organization through the 
“News.” Lots of dealer stories, ex- 


periences and sales helps make the 
“News” a welcome visitor. 

The Star Expansion Bolt Co., New 
York City, probably read hardware 
dealers’ store papers to the point where 
nothing else would do but they start 
one going themselves. So “Trade Ex- 
pansion News” is being circulated to 
the trade and a snappy four-page sheet 
it has come to be. It looks just like a 
typical hardware man’s store paper and 
reads like one—nothing highbrow about 
it but just sort of a monthly get-to- 
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Join The Good People Who "Tade Here | 


Who have gained perfect confidence as to our methods and 
certainty that our prices on Quality Hardware are right 


DEPENDABLE 
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You Want It 
They Have It 
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3—Boosting Sam’s unit of currency 
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Leonard G. E. Electric Fans— 
Refrigerators “The Far North’s } 
“Summer’s Enemy” Rival” 
Take a Lesson 
From the Hen! 
| When Food gets scarce, does the hen stop scratching? 
No, indeed, she scratches a darn-site harder! 
Business may be a little “‘off’”’—that’s why we're hittine 
the ball harder than ever. 
You know our slogan—“Watch Us Grow”—That’s all 
we have to say— 
Just “watch us” 
Ce =z 
Central Hardware Co. &: 
“WATCH US GROW” 
LECOMPTE, LA. ALEXANDRIA, LA OAKDALE, LA. 
4—Lots of imspiration in this ad 
gether of the Star folks and their deal- in public consciousness. There is the 


The “Astronomer” pounds a mean 
typewriter and his colyum is good 
stuff. The “K. C. B.” fellow must also 
I valued contributor. We wish you 
“Trade Expansion News,” and 
to your visits to this 


ers. 


bea 
Success, 
look forward 
office. 


PAINT PLANS FOR 1922 


The “Save the Surface” Campaign 
Committee, at its meeting in the Hotel 
Astor Aug. 3, decided that the purpose 
of its work for the coming year would 
be to “Make 1922 the Greatest Paint 
and Varnish Year.” 

In its statement the committee says 
“conditions show that business is really 
on the up-track and improving. Com- 
modity prices are fairly liquidated and 
inventories are low. It seems, there- 
fore, to be the logical time for the 
paint and varnish industry to make a 
drive within its own ranks to the end 
that 1922 will be the greatest paint and 
varnish year. 

“While business was at its highest, 
the industry, through the ‘Save the 
Surface’ Campaign, conducted an ag- 
gressive national advertising campaign 
which has resulted in maintaining a 
demand for paint and varnish during 
the business slump. The trade has al- 
ready cashed in on its investment in 
this effort. Thousands of friends have 
been won to this campaign and a grati- 
fying amount of co-operation has been 
in evidence. 

“The slogan, ‘Save the Surface and 
You Save All,” is one of the foremost 


opportunity now to give the employer 
to play up his sales force and provides 
a background enabling him to put up 
the greatest fight ever to increase his 
business, whether it be through the in- 
dustrial trade or otherwise, or through 
the medium of dealers. 

“The manufacturers will find this an 
opportunity to create a spirit of rivalry 
and enthusiasm throughout their sales 
organization, and will see the advan- 
tages of adopting the same keynote, 
inspiring action in their own advertis- 
ing and promotion literature to the 
trade. There is a great stimulus in 
this new objective and it is certain that 
with the united industry driving for 
the same goal through their sales and 
advertising forces, the year 1922 can, 
in fact, become the greatest paint and 
varnish year. 

“Jobbers and dealers will have much 
to gain as a result of this increased 
activity. The dealer is thinking more 
actively to-day about his paint and 
varnish stock and the selling of it than 
at any previous time, and there are 
more of them who are receptive to 
ideas. The ‘Save the Surface’ head- 
quarters will aim to secure the vigor- 
ous co-operation of the paint dealers, 
and will furnish co-operative helps to 
them. In no respect will this co-opera- 


tion conflict with the promotional effort 
by manufacturers, nor can it take the 
place of the manufacturers’ effort. 
“This campaign says to the manu- 
facturers of paint and varnish and raw 
materials, to the jobber, the painter 
and the dealer, that it is up to them 
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to make 1922 the greatest paint and 
varnish year that they have ever had.” 


PROTECTING AMERICAN 
INDUSTRIES 


New York, July 27, 1921, 
Editor, HARDWARE AGE, 
Dear Sir: 

The “Made in Germany” stamp on 
goods offered for sale in this country 
is becoming as prevalent as before the 
war, if not more so. With thousands 
out of employment and factories all 
over the country closed, this is some- 
thing that needs immediate attention. 

Shall the “gold-starred” mothers who 
made the supreme sacrifice during the 
war be made to bear further hardships 
through the unemployment of their re- 
maining sons and daughters while Ger- 
many is permitted to make restitution 
through the development of her indus- 
tries while our factories remain closed? 

Our soldier boys, back from months 
overseas where they served in the 
American army at $30 a month, are to- 
day out of work, many of them down 
and out, while German soldiers are 
working day and night manufacturing 
goods to be sent to this country. 

We do not want to place the wage 
scale in America on par with that in 
Germany, where labor is paid in marks 
equivalent in American money to $5 
or $6 per week, but unless some check 
is placed to the flooding of the Ameri- 
can market, such a drastic step will 
be the only one to keep the wheels of 
industry turning in this country. Pro- 
tection to American industry is needed. 
The tariff bill, now before Congress, 
plans to afford such protection but so 
long as duties on imports are based on 
foreign valuations, or rather under val- 
uations, and rates of exchange remain 
so abnormal, proper protection can not 
be obtained. The proposed substitu- 
tion of American valuations in the 
tariff bill is the most feasible plan. As 
Secretary Hoover says, “There is prac- 
tically no alternative.” 

The American valuation plan has 
nothing to do with rates. It merely 
provides that such rates as Congress 
may establish are to be imposed on 
the American market value rather than 
foreign value. The protection afforded 
American industry would be substan- . 
tially the same as it would be if the 
duties were imposed upon foreign 
values under normal conditions. 

Yours truly, 
STANLEY WILLIAMSON, 
Secretary, 
American Valuation Association. 

The Meigs-Powell Co., Milwaukee, 
Wis., makers of calipers, micrometers 
and other fine tools recently suffered 
a fire loss, which for a time suspended 
operations. The loss has been adjusted, 
the plant is again in operation and 
orders are being shipped without delay. 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, Aug. 15, 1921. 


LOCAL jobber expressed the 
A opinion last week that the sum- 

mer season showed slight, but 
steady, improvement over the spring. 
He based his statement on a compari- 
son of the summer of 1921 with aver- 
age normal summers, and the spring 
of this year with the average normal 
spring, and quickly decided that the 
summer was a relatively better busi- 
ness season than had been the spring. 
This opinion was found to be very gen- 
eral among New York wholesalers, 
who seemed to feel that the worm was 
turning and that the lowest ebb in 
sales had been reached and passed. 

Optimism prevails among dealers, 
who seem to welcome the various price 
reductions, believing that the public 
will show renewed confidence when 
lower prices are put in effect. All busi- 
ness conversation hinges on prices. 

Among the more important of price 
changes reported during the past week 
by local jobbers were the following: 

Copper plated oilers take a discount 
of 60, 10 and 10 per cent. 

North Carolina mica takes a discount 
of 40 and 10 per cent. 

Wyoming mica takes a discount of 
60 per cent. 

Clothesline wire in 100-ft. coils: No. 
3, $6 per doz. coils; No. 18, $6.65 per 
doz. coils. 

Blind staples, % in., 30c. per Ib. net; 
', in., 27c. per Ib. net; % in., 26c. per 
lb. net, and 3 in., 25c. per Ib. net. 

Iwan Bros., post hole diggers, $1.60 
each. 

Jobbers report the following an- 
nouncements from manufacturers: 

Snell Mfg. Co., Fiskdale, Mass., have 
made a reduction, effective Aug. 10, 
which ranges from 10 to 15 per cent. 

E. Jenckes Mfg. Co., Worcester, 
Mass., has made a reduction of about 
10 per cent on coat and hat and ceil- 
ing hooks. 

Rock Island Mfg. Co., Rock Island, 
lll., is distributing new catalog K, with a 
new price sheet showing reductions. 
New prices on electric irons were about 
74, per cent lower, and on Mrs. Potts’ 
pattern sad iron slightly lower. 

Hubbard & Co., Pittsburgh, Pa., and 
affiliated companies, are reported to 
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have made a reduction of 26 per cent 
on their complete line of shovels, spades 
and scoops. This reduction is said to 
be one of the largest yet announced on 
hardware items. 

Hartford Machine Screw Co., Hart- 
ford, Conn., has issued a new price list 
on set and cap screws, effective Aug. 5. 
The new list shows substantial reduc- 
tions. 

Alexandria Halter Factory, Alexan- 
dria, Ohio, has issued a new price list 
dated Aug. 1, showing reductions on 
halters, horse ties, ete. 

Northwestern Barb Wire Co., Ster- 
ling, Ill., has made a reduction of 5 per 
cent on its products. 

Moline Iron Works, Moline, Ill., have 
issued a new discount sheet dated July 
28, which covers saddlery hardware 
and refined malleable iron castings. 

General Tire & Rubber Co., Akron, 
Ohio, have issued new prices on tire 
repair and re-tread equipment, branded 
All-in-One. 

Simonds Mfg. Co., Fitchburg, Mass., 
announces the following prices on Si- 
monds saws: No. 83 plumbers’ nest of 
saws, $26.75 per doz.; No. 84 plumbers’ 
nest of saws, $15.90 per doz.; No. 87 
compass, 14 in., $6.05 per doz.; No. 65 
pruning, 16 in., $12.75 per doz.; No. 
129 curved pruning, 14 in., $8.70 per 
doz. 

Automobile Accessories——The de- 
mand for luggage carriers, bumpers 
and tire pumps is said to be unusually 
good; in fact, the demand is greater 
than the supply in most cases. But on 
all other accessory items interest seems 
to be waning. 

Ash Sifters.—For delivery in the fall 
jobbers are receiving fair orders. 

Jobbers’ quotations f.o.b. New York: 

Heavy steel galvanized ash sifter, rotary 
wire sieve, iron brace bands, $30 per doz. 

Crated, $33 per doz. 

Axes.—Slight improvement has been 
felt in the local market for axes, ac- 
cording to some of the jobbers in this 
section. Authorities on the axe situa- 
tion say that they do not anticipate 
price changes for some time. 

Jobbers’ quotations f.o.b. New York: 

Hiouse axes, ebony finish, 2% Ib., $12 per 
. “Pall City” axes, 2% Ib., $13.50 per doz 

Long Island handled axes 24% to 2% lb., 
$19.50 per doz 

Second quality, 36-in, handle, 4 to 5 Ib., 
$19 per doz 

Flint edge, 
$20.75 per doz. 





Rockaway pattern, 4 to 5 Ib 
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Connecticut pattern, handled axes, 3 to 
3% Ib., $19.50 per doz. 

Bolts and Nuts.—The local market is 
considered rather weak, and there are 
rumors of price changes on bolts and 
nuts. Interest is very mild. 

Jobbers’ quotations f.o.b. New York 

Cemmon carriage bolts, e x 6 ind 
smaller, 50 per cent to 50 and 5 per cent 
longer and thicker, 45 per cent to 45 and 
per cent. 

Machine bolts, % x 4 and smaller l 
10 per cent to 50, 10 and 5 per cent irgel 
and thicker, 50 per cent to 50 and 5 per cent 

Semi-finished hexagon nuts, %/16 and 
smaller 75 and 10 per cent; 
thicker, 70 per cent. 

Tinners’ rivets, 60 per cent. 

Hexagon machine screw ni 
per cent brass, 4/32 to 8/352 in., To per 
cent: 10/32 to 12/32 in., 65 per cent 14.32 
in., 60 per cent. 

Lock washers, 50 per cent 

Toggle bolts, steel, bright finish, 60 per 
cent 

Iron rivets, 60 per cent; 

ts, 40 per cent 

Builders’ Hardware—The demand 
for builders’ hardware in this vicinity 
continues to increase slowly, but nev- 
ertheless very steadily. Dealers still 
show reluctance to order in anything 
but small quantities, covering just ac- 
tual current requirements. In the sub- 
urban districts building seems to be 
increasing. 

Cider Mills and Wine Presses.—Job- 
bers report good stocks and firm prices. 
Interest seems to be fair for both mills 
and presses. 

Jobbers’ prices f.o.b. New York 

Cider Mills, junior size, $33 «¢ ! 
medium size, $41.25 each net; senior siz 
$55 each net 

Wine Presses, pepular sizes, range ce 
ing to size from $8.25 eaeh net to $1' 
each net. 

Coffee Mills —Though interest is 
mild, stocks are fairly adequate and 
prices steady. 

Jobbers’ quotations f.o.b. New York 

Coffee mill, glass h¢ er et ; 
japanned, holds 1 Ib. coffee, $11 per 
Same slightly different shape $14.25 
doz 

Cotton Gloves.—Interest for cotton 
gloves has improved to a noticeable 
extent during the past week. Dealers 
probably are classing this item along 
with ash sifters. Prices are steady 

Jobbers’ quotations f.o.b. New York: 

Cotton gloves, white canton flannel 
knit cotton wrist, light, $1 per Zz i 
net; heavy, $1.75 per doz. pair, net Heavy 
weight white canton flannel, cuff lined. wit 
heavy stiffened material, regular style. 3? 
per doz. pair, net; leather faced. 34 per 
pair, net 

Farming Tool Handles.—Interest is 
mild and jobbers’ stocks are in fairly 
good condition. 


larger and 


solid copper riv- 


a 








Prices seem steady. 
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Jobbers’ quotations f.o.b. New York: 

Hay fork handles, bent, 5 ft., $4.75 per 
doz.; 6 ft., $7.35 per doz.; hay fork handles, 
oem, 5 ft, $4 per doz.; 6 ft., $6.40 per 
OZ 

Long handle manure fork handle, $4.20 per 
doz.; wooden D manure fork handle, $6.60 
per doz. Six-ft. rake handle, $5.90 per doz. 

Shank hoe handles, $2.20 per doz. Spade 
handles, $6.75 per doz. 

Malleable D spading fork handle, $5.45 
per doz., plus 5 per cent. Wooden D spad- 
ing fork handle, $6.60 per doz. 

Bundle lots 5 per cent off, 


Football Goods.—Jobbers seem to ex- 
pect a good fall business in football 
equipment. In fact, the general im- 
pression is that if some good football 
weather comes along there may be a 
little difficulty in supplying shoes, 
pants and sweaters, though the stock 
of footballs is expected to be adequate. 
Many inquiries have been received by 
local houses in reference to prices on 
complete outfits for local teams and 
clubs. 


Galvanized Ware.—It is said that the 
little business being done in sheets is 
governed entirely by quotation. Buy- 
ers seem to expect more price conces- 
sions than usual, but local houses say 
their prices cannot drop any lower for 
the time being. Buying is very close. 
f.o.b. New York: 

No. 28 gage, $5.25 


Prices to retailers, 

Galvanized sheets, 
$5.50 per 100 Ib. 

Jobbers’ quotations f.o.b. New York: 

Galvanized pails, 8 qt., $2.35;°10 qt., $2.70; 
12 qt., $2.95; 14 qt., $3.30; 16 qt., $4 per doz. 

Galvanized wash tubs, No. 1, $7.85; No. 
2, $8.80; No. 3, $10.25; all per doz. 

Ice Scrapers.—Mild interest is being 
shown on the part of dealers interest- 
ed in early fall delivery. Prcees are 
firm and not expected to change. 


Jobbers’ quotations f.o.b. New York: 

Ice scrapers, solid shank, steel blade, 
rough finish, 6% x 5% in., 4 ft. handle, $6.25 
per doz. Solid shank shaper, extra quality, 
tempered steel blade, 7 x 6 in., % in. pol- 
ished and painted blue, 4 ft. handle, $7.50 
per doz. Ice scrapers, socket extra heavy, 
7 in. blade, 6 in. deep, % in. polished and 
painted blue, 4 ft. handle, $10 per doz. Ice 
scrapers extra heavy, solid shank. double 
beaded blade, 8 x 6 in., heavy iron ferrule, 
4%% ft. handle, $19.40 per doz 


Ice Skates.—It will be remembered 
that manufacturers guaranteed prices 
against decline until Feb. 1, 1922. Deal- 
ers are now beginning to show interest 
and a few orders are being taken for 
small lots. 

Jobbers’ quotations f.o.b 


5.25 to 


New York: 





Men and boys, all clamp club skates, 
sizes 8 to 12 in., 91ce. to $1.18. Men and 
boys, all clamp hockey skates, runner cast 
steel, all parts nickel plated, sizes 9% to 
11% in., $1.24 to $1.63 Canadian hockey 
skates for men, women znd children, nar- 

, foot plate, sizes 8 to 11% in., 94c. to 

H Women and children’s club skates, 

et leather back and strap, sizes 8 to 11 
in polished cast steel runners, $1.15 to 
$1.40 Women and children clamp hockey 
skat russet leather back and strap, run- 


of cast 


ners made 
to $1.99 
Lanterns.—Interest is very mild for 
lanterns, and stocks have become en- 
tirely adequate. 
Jobbers’ avotations f.o.b. Ns w 
Hy-Lo tin lanterns, $9.50 
tin lanterns, $9.50 per doz 


$1.51 


steel, nickel plated, 


York: 
per doz Victor 
Monarch tin lan- 


terns $9.50 per doz Junior brass lanterns, 
$18 per doz Blizzard tin lanterns, $14.50 
per dez. Buckeye dash lanterns, $14.75 per 
foz. Roadster wagon lanterns, $18.50 per doz 


De Lite lanterns, $14.50 per doz 
ard lanterns, $11.75 per doz Eureka driving 
larterns, plain lena, $19 per doz. Watch- 
mer.’s mill lanterns, enamel finish, $23 per 
doz. Imperial platform lanterns, $9.75 each. 


Linseed Oil.—Small buyers continue 
to purchase steadily in accordance with 


Little Wiz- 
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their needs, but the large manufactur- 
ing consumers have again dropped out 
of the market for large orders. It is 
said, however, that the lapse may only 
be temporary as here and there a man- 
ufacturing company will place a fair 
order for oil to be used in an industrial 
plant. There is practically no export 
business. Prices vary but little, as will 
be noted in the following quotations: 


Prices to retailers, f.o.b. New York: 
Linseed oil, car lots, 73c. to 75c. per gal. 
Less than car lots but more than 5 bbl., 


76c. to 77c. per gal. Single bbl., under 5 
bbl, lots, 80c. per gal. Boiled oil is 2c. 
extra per gal. Double boiled oil is 3c. 


extra, end oil in half bbl. lots is 5c. per gal. 
additional. 

Nails.—Though the prices quoted 
here are representative of what the 
local houses are offering, it is said 
that the market is to a very large ex- 
tent negotiable. Stocks are apparently 
adequate in this district. 

Jobbers’ quotations f.o.b. New York: 

Wire nuils, $3.50 to $3.70 base, per keg. 

Cut nails, $4.40 to $4.45 base, per keg. 

Coated nails, $3 base, per keg. 

Wire nails, 1 lb. papers, are being quoted 
at 75 per cent. 

Wire nails, % Ib. papers, 60, 10-10 per 
cent; wire brads, 1 lb. papers, 75 per cent; 
wire brads, % lb. papers, 60, 10-10 per cent. 

Naval Stores.—Though the present 
market is relatively dull, there seems 
to be more optimism prevailing this 
last week, and prices are a little firmer. 
There is still some fluctuation apparent. 

Prices to retailers f.o.b. New York: 

Spirits of turpentine, 66c. per gal. 

Rosin, yard basis, 280 lb. to a bbl., B and 
DD grade, $4.95; E grade, $5; F grade, $5.10; 

5.15; H grade, $5.25; I grade, $5.30; 
. $5.50: M grade, $5.75; N 
$5.80; WG, $6.50, and WW, $7. 

Rat and Mouse Traps.—Stocks on 
traps are fair and prices firm. Interest 
is mild. 

Jobbers’ prices f.o.b 

“Out Sight’’ rat traps, $1.45 per doz.; 
“Out Sight’’ mouse traps, 75c. per doz.; 
‘Victor’’ mouse traps, 25c. per doz.; ‘‘Hold 
Fast’’ mouse traps, 27c. per doz. 

Roller Skates.—Local jobbers report 
slight interest for roller skates. Prices 
are firm and stocks adequate. 

Jobbers’ quotations f.o.b. New York: 

extension roller skates, steel foot 





grade, 


New York: 


plate 


and back, extend 7% to 9% in., cast iron 
rolls, web heel and toe straps, $1.10 per 
pair. Same, better grade, $1.20 per pair. 


Extension skates, with tops, trucks, clamp 
made of cold rolled steel, rubber cushioned, 
extension 7% to 10 in., half strap heel, 
clamp toe, plain steel roll, $2.10 per pair. 
Extension ball-bearing roller skates, for 
men, nickel-plated, $2.65 per pair. Same, 
for women, $2.75 per pair. 

Rope and Twine.—Stocks are said to 
be plentiful, with twine more in de- 
mand than rope, but at that the de- 
mand for twine is limited to small lots. 
The market in general is quiet. 


Jobbers’ quotations f.o.b. New York: 

Manila rope, No, 1 grade, 16c. to 19%e. 
per Ib.; manila No. 2 grade, lie. per Ib.; 
manila No hardware grade, 13c. per Ib 
Sisal, No. 1 grade, 13c. per Ib.: sisal, No. 2 
grade, ile. per Ib Bolt rope, 20c. to 22¢, 
per Ib. 

[ath yarn, 13c. to l5e. per Ib. Jute wrap- 
ping twine, 18, to 23c. per Ib. India hemp 


twine, No. 9, 15c. to 17¢. per Ib. 

Screws.—Local authorities seem to 
consider the screw market as being 
weak. Reductions during the past week 
on machine screws have not as yet been 
reflected in increased demand. Stocks 
are ample. 


Jobbers’ quotations f.o.b 


New York: 
Weed Screws.—Flat i 


head, 





round head, 


cent; bined, 75-15 per 
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round head, nickeled, 65-15 per cent; round 
head, brass, 70-20 per cent; flat head, 
brass, 7214-20 per cent; round head, brass, 
nickeled, 65-20 per cent. 


Machine Screws.—Iron, flat and round, 
80-10 per cent; brass, flat and round, 75 per 
cent. 

Shovels.—Although some early fu- 
tures on snow shovels and furnace 


scoops are being received daily, the 
general line is receiving only fair in- 


terest. Stocks are said to be in mod- 
erately good condition. 

Jobbers’ prices f.o.b. New York: 

Leng handled, steel snow shovel, $4.50 per 
doz.; D handled, steel snow shovel, $5 per 
doz.: D handled, hollow back, furnace oop, 
$5.75 per doz.; long handled, hollow back 
furnace scoop, $5.75 per doz.; riveted back 
furnace scoop, long handled, $10.50 per doz.; 


D handled, $10.50 per doz. 
Sleds.—To protect themselves against 
a possible shortage, local jobbers re- 
port that they are taking in fair 
stocks. A few orders have been sent 
in by retail dealers who remember the 
shortage of last year. Prices are steady, 
and an increasing demand is expected. 
Jobbers’ prices f.o.b. New York: 
Flexible Flyer sleds, No. 1, 38 in. long, 12 
in. wide, 6 in. high, $4.50 each; No. 2, 42 
long, 13 in. wide, 6 in. high, $5 each; No 
47 in. long, 14 in. wide, 7% in. high 
each; No. 4, 52 in. long, 14 in. wide, 7%, in 
high, $7 each. Junior Racer, 49 in. tong, 12 
in. wide, 6% in. high, $5.50 each; Rar 5 
in. long, 13 in. wide, 74% in. high, $6.75 « 





No. 5, 63 in. long, 16 in. wide, 8 in. high, 
$9.50 each. No. 4, with one pair of foot 
rests, $7.75: No. 5, with two pair of foot 


rests, $11. Discount of 25 per cent from fac- 
tory; 331%4 per cent from New York stock 

Spring Balances.—With the preserv- 
ing season at hand, the demand for 
spring balances as used by the house- 
wife should show an increase shortly. 
The other models will also be coming 
into season shortly. 


Jobbers’ quotations f.o.b. New York 

Sportsreen’s spring balances, brass, nickel 
plated, capacity 15 Ib. by % Ib., $4.75 per 
doz. 

Straight spring balances, brass front, to 
weigh 25 lb. by % Ib., $1.50 per «oz.: to 
weigh 5° Ib. by 1 Ib., $3 per doz.; to weigh 
100 lb. by 1 Ib., $48 per doz.; to weigh 150 
Ib. by 1 Ib., $69 per doz. 

Tron clad ice balances, iron case, japanrned, 
brass nickel plated dial, to weigh 200 Ib. by 
5 Ib.. $4.50 each net; to weigh 300 Ib. by 5 
lb., $5.25 each net: to weigh 400 Ib. by 5 Ib., 
$5.75 each net. 

Circular spring balance weighs 1° |b. by 
ounces, enameled dial, 6% in., nickel! plated 
rim, porcelain enameled pan, 10% in., $2.40 
each net. Circular spring balance weighs 
10 lb. by ounces, enameled dial, 6% in., tin 
scoop, 7x 19 x 2% in., $3 each net. 
spring balance weighs 40 Ib. by 2 
white enameled dial, 6% in., 
scoop, 18 x 14 x 7 in., $5 each net 
spring balance, brass front. weighs 2 Ib. 
by ounces, pan 11 in. in diamete 25 
each net, 


Strainers.—There is at present a 
small demand for strainers used in pre- 
serving, though it does not seem to 
equal the business usually done at this 
time of the year. Revised prices of two 
weeks ago were reflected by a slightly 
increased demand. 

Jobbers’ prices f.o.b 





New York 


Wood handle strainers, high grade 10 
mesh, twilled cloth, maroon handle, 2% in., 
80, per doz.; same, 2% in. handle, &5c er 
doz.; 3% in. handle, $1.05 per doz $ in 
handle, $1.25 per doz. Flat bottom struin- 
ers, 30 mesh, twilled cloth, maroon har 
2% in., 80e. per doz.; 2% in., 92c. per doz 


Stove Pipe and Elbows.—In the suv- 
urban districts dealers are beginning 
to show interest in both pipe and el- 
bows. Stocks are ample, and prices 
apparently firm. 

Jobbers’ quotations f.o.b. New York: : 

Stove pipe. black iron, No. 28 gage, 12 
lengths to the bundle, 4-in., $1.95: 4'4-in 
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$2.25; 5-im., $2.45; 54¢-in., $2.70; 6-in., $3 
each per doz. lengths. 

Elbows, black iron, No. 28 gage, 1 doz. to 
a bundle, 4-in., $1.90 per doz.; 41%4-in., $2.05 
per doz.; 5-in., $2.20 per doz.; 5%-in., $2.40 
per doz.; 6-in., $2.75 per doz. 


Tree Holders.—It is a little early for 
this class of goods, but the reduced 
prices of three weeks ago seem to have 
awakened a slight interest in the local 
market, but of course there is no real 


Office of HARDWARE AGE, 
1505 Otis Bldg., 
Chicago, Aug. 9 

|? is very evident that a much better 

feeling abounds in the hardware in- 
dustry in this section than could be 
found one month ago. Optimism is on. 
the gain and gloom seems to be on the 
run. Nearly everyone seems certain 
that there will be a distinct business 
gain throughout the fall. 

Interviews with about twenty-five 
hardware manufacturers, last week, 
taking in a wide diversity of lines 
showed that all were expectant of good 
business in September. By common 
consent they seem to have agreed on 
next month as the turning point and 
are laying plans for a real revival of 
trade starting not later than early 
September. 

Several retailers expressed them- 
selves as of the same mind. If every- 
one or even a majority agree that times 
will be good at a certain date they are 
likely to be good for, after all, it is a 
matter of the mind and when all shape 
their affairs for increased business 
that pleasant expectation is apt to be 
a reality. 

There are some tangible evidences of 
returning prosperity. Several of the 
manufacturers stated that orders were 
coming in much better than they had 
been. The speeding up of production in 
the automobile plants of the country 
is a sign that points in the right direc- 
tion. The automobile is a _ good 
index of prosperity and the great 
gains which have been made in sales 
during the past few weeks are surely 
most encouraging. Some of the stand- 
ard car factories are now operating up 
to 75 per cent of capacity. 

Price changes are not numerous nor 
very important this week. 

There is little change in the building 
situation. A fair amount of work is 
under way but it does not seem to be 
extensive and fails to measure up to 
normal amounts. 

Collections continue fair. 

Automobile Accessories.—There con- 
tinues a very fair demand for goods, 
not as great as it was a year ago but 
so much better than in the early spring 
that the dealers seem quite well satis- 


fied. Standard goods are moving well. 
Prices seem to hold up unusually well. 

We quote from jobbers’ stocks, f.0.b 
Chicago: Reliable jacks, No. 46, $3 each 


$4 doz.: De Luxe long handled jacks, $8.50 
each; No. 1 standard jacks, $3.25 each; 
twin-cylinder foot pumps, $1.25 each; Sim- 
plex jacks, $2.10 each; Stewart hand horns, 
$4 each: Howe spotlights, $4 each; Weed 
chains, 30 x 3%, $5 per pair, with 25 per 
cent off in lots of one dozen pairs and 
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demand as yet. It is reported that the 
present prices will stand throughout 
the season. 


Cast iron tree stands, japanned striped 
with gold bronze, 2 in. opening, $10 per doz. 
net; 3 in. opening, $16.75 per doz. net; 
“Gem” tree stand, $5.75 per doz. 


Toys.—Jobbers are beginning to an- 
ticipate the Christmas rush, which they 
expect will be very substantial and 


CHICAGO 


331-5 per cent off in lots of more than one 
dozen pairs; Rid-O-Skid chains, $2 to $2.65 
per pair; inner tubes, red, 30 x 3%, $2.50 
each; gray tubes, 30 x 3%, $2.05 each; Lyon 
bumpers, $10.25 each; Bethlehem spark 
plugs in lots of 100 special type, 43c. each; 
Mica type Bethlehem, 74c. each; standard 
porcelain Bethlehem plugs, 55c. each; Her- 
cules Giant plugs, 55c. to 60c. each; 
Hercules Junior plugs, 27c. to 35c. each; 
Hel-Fi standard plugs, 45c. to 52c. each; 
Hel-Fi tractor plugs, 83c. to 97c. each; A. C. 
Titan plugs, 58c. each; A. C. Cico plugs, 
48c. each; Splitdorf plugs, 70c. to 78c. each; 
United Junior plugs, 40c. each; Champion 
X plugs, 50c. each; Champion O plugs, 50c. 
each; Champion heavy-duty plugs, 57c 
each. 

Axes.—With the approach of fall, 
axe sales show some gains, although 
they have been very good, as it is, ever 
since the material price reduction many 
weeks ago. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-oz. knit wrist gloves, $1 doz.; 
unhandled axes, 3 lb. to 4 Ib., $14.50 base; 
good quality black unhandled axes, same 
weight, 913.50 base: handled axes, $3 to $7 
extra according to grade 

Agricultural Tool Handles.—August 
sales are holding up very well at prices 
which are without variation. 





We quote from jobbers’ stocks, f.o.b. 
Chicago: Agricultural tool handles, 4% X 
plain, $3.50; X bent, $3.90; XX bent, $5. 


4144 bent hayfork strap and ferrule, $7; 4% 
manure fork handle strap and ferrule, $7 
doz. 


Builders’ Hardware.—There are no 
new developments in the builders’ hard- 
ware situation. Demand is just about 
the same that it has been for several 
weeks and while it totals a fair volume 
no one manufacturer is satisfied with 
business. The best authorities seem 
agreed now that the 1921 season will 
not be much stronger than it is now 
although some are looking for an in- 
crease in activity. Repair material 
seems to be in good demand as it has 
been for several weeks past. Price 
reductions are regarded as liberal and 
in view of the recent change it is not 


expected there will be any further 
variations this season. 
Cotton Gloves.—Fall will increase 


the demand. Prices are without change. 


We quote from jobbers’ stocks, f.o.b 
Chieago: 6-o0z. knit wrist gloves, $1 doz.; 
8-o02., $1.20; 10-0z., $1.45 per doz 


Chains.—There is not the demand for 
porch swing and hammock chains that 
has prevailed as the wants have been 
well covered. There is a fair sale for 
common chain at unchanged prices. 


We quote from jobbers’ stocks, f.o.b 
Chicago: % in. proof coil chain, $8.50 per 
100 Ib.: American Weldless, Tenso and 
Lock Link chains, 50 per cent off list 


Cutlery.—The situation seems to be 
vetting brighter for the American 
manufacturer. The market is more 
stabilized than it was and sales are far 
better than they were six weeks ago 
seemed to be waiting 


when everyone 
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earlier than usual. 
are very optimistic, and report contin- 
ued good business in real toys, mechan- 
ical specialties and even seashore ar- 
ticles. 


Local toy jobbers 


P. S.—Sunny Line Appliances, Inc., 
Detroit, Mich., reports that it is now 
on a production basis of 100 machines 
per day. 


for lower prices. The tariff legislation 
is regarded as favorable and the re- 
quirement that foreign made goods 
shall be plainly marked is looked to as 
a benefit by the manufacturer who 
wants to stamp out unequal competi- 
tion. Dealers are covering their wants 
on pocket knives much more generally 
and there is a good movement of kitch- 
en cutlery. The demand for scissors 
and shears has also shown a gain dur- 
ing the past week. There is good sale 
of razor blades and razors are moving 
quite well. 

Cooking Utensils—There is a good 
volume of sales for cooking utensils. 
It is found that the dealer who features 
both the enamel and aluminum lines in 
windows and advertisements is meeting 
with enlarged business. Special prices 
prove the magnet for increasing busi- 
ness in cooking utensils. There is still 
some demand for canning dishes. 

Eaves Trough and Conductor Pipe. . 

Nothing new to report on this ma- 
terial, which has been very liberally 
reduced in price and is moving rather 


slowly. 

We quote from jobbers’ stocks, f.o.b 
Chicago: 29-gage lap joint eaves trough, 
$4.75 per 100 ft.; 29-gage 3-in. corrugated 
conductor pipe, $4.80 per 100 ft.; 3-in. cor- 


rugated conductor elbows, $1.55 per doz. 

Files—The demand continues of a 
steady character and prices seem to be 
settled to the present basis. 


We quote from jobbers stocks f.o.b 
Chicago Nicholson files, 50-10 per cent off 
list; American files, 60-5 per cent off list; 


Disston files, 50-10 per cent off; Black Dia- 
mond, 50-5 per cent off 


Flint Paper and Cloth.—There is no 
change in price or demand. 


We quote from jobbers’ stock f.o.b 
Chicago: First quality flint paper. No. 0, 
$4.50 per ream; first quality emer) oth, 
No. 0, $27 per ream 

Fencing.—There has been a slight 


revision in prices to take care of in- 
correct figures given out. The sale of 
fencing is not quite as good as it was 
earlier in the season but it is calculated 
that there will be a good fall demand. 








We quote from jobbers st f.o.b 
Chicago Lawn fence, single space, 36 in., 
S001 12 in., $10.26; double space, 36 in 
$12.54; 42 in., 913.78: field fencing, 26 in., 
No. 10 top and bottom, 12 filling. $26.50; 
26 in., No. 10 top and bottom, 6 fil 

, 88: 32 in., No. 10 top and botte 

$30.34; 32 in., No. 10 top and bott 
6 filling, $39.43 


Galvanized Ware.—The most hope- 
ful indication is that the trade is buy- 
ing a bundle at a time as required, in 
dicating that there are no stocks. There 
seems to be every indication that gal- 
vanized stocks are down as low as they 
possibly can be and that anything like 
normal business will cause a concerted 
demand for staple items such as tubs, 
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pails and boilers. Manufacturers say 
no lower prices are in sight until they 
get further reductions in material or 
cheaper labor and there is no imnfediate 
prospect of either. 

Glass.—Sales continue on a re- 
stricted basis at prices which are un- 
changed. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Single strength A, all sizes, 81 
per cent off; single strength B, all sizes, 81 
per cent off; double strength A, all sizes, 


s3 per cent off; double strength B, all sizes, 
83 per cent off; putty in 100-lb. kits, $4.75; 
commercial putty, $4.10; glaziers’ points, 


Nos. 1, 2 and 3, one doz., Tdc. 

Hatchets.—No heavy buying is noted. 
There is fair demand for the better 
grades and quite satisfactory sales of 
the lower priced numbers. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2 extra quality broad hatch- 
ets, $19 per doz.; competitive grade, $13 
per doz. and up; warranted shingling 
hatchets, size 2, $14.25 per doz.; Competi- 
tive forged hatchets, $9.75 per doz. 

Hammers.—No developments have 
occurred. There is some demand but it 
is about at the minimum. No price 
variation. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No, 11% first quality nail ham- 
mers, $13.50 per doz.; Competitive forged 
nail hammers, 97.50 to $10 per doz.; cast 
steel hammers, $4 per doz. 

Hickory Handles.—Prices show 
steadiness and sales are of fair volume. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $4 
doz.; No. 2, $2.50; finest selection second 
growth white hickory axe handles, $6 doz.; 
special white second growth hickory, $5 
doz.; No. 1 hatchet and hammer handles, 


_ 80c. doz.; second growth hickory hatchet 


and hammer handles, $1.40 per doz. 

Hose.—Demand is diminishing al- 
though there are some sales at prices 
which are as of last week. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. good quality moldéd reel 
hose, 15c. ft.; %-in., 3-ply duck hose, good 
quality, 15c. ft.; %-in., 4-ply duck hose, 
good quality, 17%c. ft.; %-in., 5-ply mul- 
tiple hose, 13c. ft. 

Lanterns.—Some future business is 
recorded in lanterns although it is not 
up to the usual amount for this time 
of year. Prices are the same. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Monarch tin lanterns, hot blast, 
$9.50 per doz.; No. 2 Dietz cold blast lan- 
terns, $14.50 per doz.; with large founts, 
$16 per doz.; best tubular lanterns, $9.50 
per doz.; Competition lanterns, No. 0 tubu- 
lar, $7.80 per doz. 


Ice Skates.—There continues good 
interest in this item with the indication 
that the season, with favorable 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, Aug. 138, 1921. 
RE-WAR characteristic mid-summer 
- dullness is the outstanding feature 
of the local wholesale hardware mar- 
ket. As was the case a week ago, ap- 
proximately 50 per cent of the people 
employed by the jobbing houses are 
away on vacation. There being fewer 
salesmen out on the road, daily book- 
ings naturally have shrunk 50 per cent 
or thereabout. Those making the 
rounds report, as heretofore, retail 


stocks of a majority of hardware lines 
as comparatively small, and the firms 
willing to get along the best they can 
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weather, will be a particularly good one. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: Men’s and boys’ key clamp rocker, 
best steel runners, bright finish, 9lc. per 
pair; men’s and boys’ key clamp rocker, 
steel runners, nickel plated, 91.18 per pair; 
men’s and boys’ key clamp hockey, polished 
cast steel runners, $1.24 per pair; children’s 
extension, 55c. per pair; women’s and girls’ 
half key clamp rocker, $1.15 per pair; 
women’s and girls’ half key hockey, $1.51 
per pair. 

Nuts and Bolts.—This essential is 
selling of course daily and rolls up a 
fair total of business, although there 
is no unusual demand. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts, 50-10 per 
cent off list; small carriage bolts, 60 per 
cent off; large machine bolts, 50-10-5 off 
list; small sizes, 60-5 per cent off list; stove 
bolts, all sizes, 70-5 per cent off. 


Nails.—There is quite a good move- 
ment of nails at prices that show no 
change at this time. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: Common wire nails, $3.50 per keg 
base. 


Roller Skates.—Fall usually brings a 
revival of interest in roller skates. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Boys’ ball bearing roller skates, 
$2.25 pair; girls’ ball bearing roller skates, 
$2.45 pair. 

Rope.—Demand is of a steady char- 
acter with a fair sales total. Prices 
are without alteration. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality manila rope, stand- 
ard brands, 15%c. to 16%c. per lb.; No. 
manila rope, 14%c. to 1544c. per lb. base; 
first quality sisal rope, standard brands, 
12%c. to 14%c. per lb. base; No. 2 sisal 
rope, 11%c. to 134c. per lb. base. 


Steel Sheets.—A further reduction of 
25c. per 100 lb. is noted this week. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 28 gage galvanized sheets, $5.65 
per 100 lb.; 28 gage black sheets, $4.65 per 
100 Ib. 

Sporting Goods.—Business keeps up 
its brisk character in sporting goods 
and gives reason for thinking that 1921 
will be one of the best years ever 
enjoyed in the sale of sporting goods. 
News that the tax on this line of mer- 
chandise is to be reduced five per cent 
is welcome although it is not calculated 
that business will be much increased 
by this change. Fishing tackle con- 
tinues to sell well and the season is still 
on for golf goods of all kinds. Some 
interest is being shown in football mer- 
chandise which will be selling in lively 
fashion in another month. Prices show 
steadiness and strength. 
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on hand-to-mouth ordering. According 
to the salesmen, it is not so much a 
matter of price with the retail dealer 
as it is the uncertainty of future busi- 
ness. New England industry, taken as 
a whole, is less engaged than it has 
been before this year. True it is that 
cotton and woolen mills are busier, but 
numbers involved are comparatively 
small as compared with the many 
other lines of industry doing very little 
if anything. Naturally the retail hard- 
ware dealer, according to jobbing sales- 
men, is not anxious to anticipate wants 
any more than is absolutely necessary, 
under the circumstances. 

Jobbing houses are conducting their 
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Stove Boards.—Orders taken earlier 
are now being shipped and some new 
business is being enjoyed. Manufac- 
turers announced some time ago that 
present prices will rule for the balance 
of the year. 


We quote from jobbers’ stocks, o.b. 
Chicago: Crystal wood lined square stove 
boards, 26 in., $14.45; 28 in., $16.95; 30 in,, 


$19 doz.; Crystal paper lined square boards, 
26 in., $8.15; 28 in., $9.10; 30 in., $10.80 doz, 

Sash Cord.—Prices and demand hold 
up very well. 

We quote from jobbers’ stocks, f.o.b, 
Chicago: Standard grades No. 7 sash cord, 
$7.50 doz. hanks. Standard grade, No. 8 
$8.65 per doz. hanks. 

Screws.—There is no heavy business 


in screws, orders being small. 
We quote from jobbers’ stocks, f.o.b 


Chicago: Flat head bright screws, 77!.,-20 
per cent off list; round head blued, 75-20 
per cent off list; flat head brass, 72-20 
per cent off; round head brass, 70-20 per 
cent off; japanned, 70-20 per cent off. 
Tools.—Small tools continue to be ac- 
tive and move in fair amounts. Recent 
price changes have been made on pliers, 


saws, etc. 


Wheelbarrows.—Sales show no spurt, 
the item being one of the slow moving 
necessities. Prices are attractively 
reduced but do not call out any notable 
volume of business. 

We quote from jobbers’ stocks, f.0o.b. 
Chicago: Common wood tray barrows, $3 
each; common steel tray barrows, $4.50 
each; steel lag garden barrows, $5.75 each. 

Washing Machines.—There have 
been small priced reductions by some 
well-known makers covering their 
entire line of power washing machines 
and it is understood there will be simi- 
lar reductions by all manufacturers. 
Machines are now about 35 per cent 
under the peak war price. Sales are of 
fair volume, but good sales seem to 
require extra effort on the part of the 
dealer. 


Wire Goods.—There are no new de- 
velopments in price or sales of wire 
goods, which are, in the main, in good 
demand. 

We quote from jobbers’ stocks, f.0o.b. 
Chicago: No. 2 black annealed wire, $3.25 
per 100 1lb.; galvanized barbed wire, $4.15 
per 100 lb.; 12-mesh black painted wire 
cloth, $2.50 per 100 sq. ft.; poultry netting, 
40-10 per cent off; galvanized after weav- 
ing, 40 per cent off; catch weight spool gal- 
vanized cattle wire, $4.15 per 100 Ib.; 80 rd. 
spool galvanized hog wire, $3.60 per spool; 
No. 8 galvanized plain wire, $3.75 per 100 Ib. 


business along similar lines laid down 
b;; the retail concerns. In other words, 
they also are not especially anxious to 
anticipate fall requirements unless rea- 
sonably protected on prices. It is 
claimed that the average shelf hard- 
ware jobber is carrying less stock than 
he has before in a long time, that mill 
supply houses have materially reduced 
their stocks the past six months, and 
that while heavy hardware firms have 
large stocks of certain things they are, 
on the whole, very much better off than 
they were six months ago. It would 
appear, then, that while going business 
is limited and the outlook for the fu- 
ture is more or less uncertain, the 
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hardware distributing machinery really 
is being tuned up for a good healthy 
pusiness just as soon as conditions 
warrant. In other words, the decks are 
being cleared for action. Surplus ac- 
counts, by the time general business 
readjustment has been accomplished, 
will have been heavily cut into, but in- 
corporated capital will not have been 
seriously disturbed, consequently the 
financial standing of the retailer and 
wholesaler will be sound. In the mean- 
time, retail firms in a great many cases 
have revamped store layouts, or ar- 
rangement of stocks, or in some other 
manner made their establishments 
more attractive for the consumer. 

By many, the present dull season is 
welcomed. Store managers and offi- 
cials for the first time in several years 
have an opportunity to get out to the 
golf links afternoons, or take the fam- 
ily out in the bus, or take in the ball 
game, or do something else that car- 
ries them into the open air and allows 
them to forget business. It will help 
a lot, this more freedom. Every fellow 
this fall will feel more like getting 
down to brass tacks than he otherwise 
would. 

Several price changes are reported 
this week by the jobbing trade. The 
changes in each instance represent de- 
clines, usually approximately 10 per 
cent, but some noted this week are even 
smaller. Those manufacturers we have 
talked with since last reports generally 
are of the opinion that the down-swing 
in finished material values is nearing 
its end. 

Automobile Accessories. — Interest 
in the automobile accessories market 
centers in lenses. The recently enacted 
law in Massachusetts regarding head- 
lights has created a very heavy de- 
mand for those recommended lenses 
available, thousands finding their way 
into consumers’ hands daily. The gen- 
eral accessories business, from the 
wholesale standpoint, appears to be 
tapering off. Retail hardware dealers 
making a specialty of this class of mer- 
chandise report just the opposite. 

Bolts and Nuts.—Competition among 
the jobbing houses for business, cou- 
pled with large stocks, has resulted in 
some softening in prices since last re- 
ports. Wholesale quotations on ma- 
chine and common carriage bolts per- 
haps average 5 to 10 per cent lower. 
The market is now considerably below 
the high peak established last year, 
and yet this constant cutting of prices 
has not resulted in increased business. 
For that reason quite a few of the 
wholesale houses are beginning to 
doubt the wisdom of price cutting. 
Sentimentally, therefore, the market 
is stronger than it appears on the sur- 
face. In other words, it begins to show 
signs of about having reached the bot- 
tom. It is difficult to convince the con- 
sumer of this fact, however, inasmuch 
as the market for iron and steel so far 
has not exhibited noticeable steadier 
tendencies. 


_ We quote from jobbers’ stocks: Machine 
ts with H P nuts, x 4-in., smaller 
and shorter cut threads, 60 per cent dis- 
count; larger and longer, 50, 10 and 5 per 
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cent discount; with C T D nuts, 50 per cent 
discount; tap bolts, 10 per cent discount; 
common carriage bolts, small, 50 and 10 
per cent discount; large, 50 and 5 per cent 
discount; stove bolts, 75 per cent discount; 
bolt ends, 50, 10 and 5 per cent discount; 
tire bolts, 60 per cent discount. 

Nuts, H P square, blanks, $2.50 per 100 
lb.; tapped, $2.25; C P C and T square, 
blank, $2.50; tapped, $2; semi-finished hexa- 
gon nuts 9/16-in. and smaller, 75 per cent 
discount; larger, 70 per cent discount; fin- 
ished case hardened nuts, 60 and 10 per 
cent discount; machine screws, nuts, iron, 
list; machine screws, nuts, brass, 25 per 
cent discount. 

Builders’ Hardware.—A_ personal 
visit to some of the plants manufac- 
turing builders’ hardware discloses the 
fact that stock on hand is not nearly 
as large as generally supposed. The 
average manufacturing firm is well 
stocked with high-priced raw material 
on which losses have been written off. 
Prices on the finished materials are 
perhaps 10 to 20 per cent under the 
peak level. Further price reductions 
possibly are in the making, but if they 
are the chances are they will not come 
for some time. Because of the char- 
acter of the goods produced, manufac- 
turing costs, due to reductions in work- 
ing hours, in operating forces and in 
raw material inventories, are extremely 
difficult to figure. Price reductions al- 
ready established really were made in 
anticipation of lower manufacturing 
costs, which in at least some instances 
have not developed. As to stocks in 
manufacturers’ hands it is authorita- 
tively stated that any fair sized buy- 
ing movement on the part of the hard- 
ware jobber and retail dealer probably 
would soon result in a shortage. Most 
manufacturers agree that southern 
California is the brightest builders’ 
hardware market at the moment. In 
this section of the country wholesale 
and retail stocks are believed to be 
small. 


Chain Hoists.—The Chisholm-Moore 
Mfg. Co., Cleveland, recently reduced 
prices on chain hoists about 10 points, 
the market for them now being 30 and 
10 per cent discount. 

Clocks.—Taken as a whole the move- 
ment of alarm clocks out of local stocks 
shows some improvement the past 
week. Whether the improvement in 
business will hold remains te be seen. 
It has been sufficiently encouraging, 
however, to revive hope in the whole; 
sale market. It is understood the man- 
ufacturers have secured some business 
this month but that there will have to 
be further accumulation of orders be- 
fore conditions will warrant increased 
plant activity. 


We quote from jobbers’ stocks: 
Alarm.—Westclox, America, in less than 


dozen lots, $1.20 each; in dozen lots, $1.13: 
in cases of forty-eight, $1.09. Sleepmeter, 
less than dozen, $1.57; dozen, $1.53; case, 
$1.47. Lookout, less than dozen, $1.44; 
dozen, $1.39; case, $1.34. Bunkie, less than 
dozen, $2.22; dozen, $2.18: case, $2.14. 
Bingo, less than dozen, $2.48; dozen, $2.41; 
case, $2.33. 

Alarm.—Waterbury, Call, in less than 
dozen lots, $1.50; in dozen lots, $1.36: in 
cases containing fifty clocks, $1.29 each 
Vigilant, white dial, $1.88: radium dial 
$2.56 Daybreak, $2.13. Turnout, radium 
dial. $2.19. Cyclone, $2.91 

Alarm.—New Haven, Tattoo, $2.25 cach; 
oval brass or silver plated, $2.90 


Wood time clocks, $3 to $4.50 each. 
Cooking Ware (Glass).—The market 
for glass cooking ware appears to be 
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more active than it was a month ago, 
yet still comparatively quiet as com- 
pared with last year at this time. The 
improved business, it is generally be- 
lieved, is due to offering of new styles 
of dishes on the market. The new 
styles are attractive and usually bring 
an order not only for them but old 
styles as well. 

We quote from jobbers’ stocks: Casse- 
roles, rounds, 1-qt., $1.75 each; 114-qt., $2 
each; 2-qt., $2.50 each. Baking dishes, un- 
covered, 1-qt., $1 each; 142-qt., $1.25 each; 
2-qt., $1.50 each. Pie plates, 90c. to $1 each 
Cake dishes, 90c. each. 


Bread pans, 91 to 


$1.75 each. Custard cups, 25c. to 35c. each. 
Ramekins, 20c. each. Jobbers’ terms are 30 
per cent off list. 


Cutlery—Aside from the announce- 
ment by the William Rogers Mfg. Co. 
of a reduction of a little more than 
10 per cent in nickeled silver knives, 
forks and spoons, prices for cutlery 
remain practically unchanged. Local 
market conditions have not changed 
noticeably. That is, the demand for all 
kinds of cutlery is limited, with kitchen 
sets possibly the most active lines. 
Retail dealers, it is understood, are 
carrying small stocks, but evidently 
they are in no hurry to cover on future 
requirements. The jobbers are confin- 
ing their purchases largely to so-called 
“bargain” lots of cutlery which are not 
very plentiful. The local market ap- 
pears to be better supplied with pocket 
knives than any other line of cutlery. 

Iron and Steel.—Some of the local 
jobbers have made a slight reduction 
in soft steel bars, concrete bars, struc- 
tural plates and steel bands, but it is 
hardly worth mentioning and is by no 
means general. The demand for most 
kinds of iron and steel is still limited 
to small amounts going into immediate 
consumption, but stocks are slowly but 
gradually being reduced inasmuch as 
jobbers are not making fresh commit- 
ments with the mills. 

We quote from jobbers’ lists: 


lron.—Refined, $2.83 per 100 lb. base: %& 
and 5/16 in. round and square, $4.75; best 
refined iron, $4.75; Wayne iron, $7; Norway 
iron rounds, 4-in. to 2%-in., $7.10 base; 
all other sizes, $7.75 base. 

Steel.—Soft steel bars, $2.8114 to $2.83 


per 100 lb. base; flat, $3.83 to $3.98; con- 
crete bars, plain,«$2.8114 to $2.83; twisted, 
$2.50; angles, channels and beams, $2.8114 
to $2.93; tire steel, $4.20 to $4.70; open- 
hearth spring steel, $5.25; crucible spring 
steel, $11.50; steel bands, $3.46% to $3.93; 
steel hoops, $4.18; cold rolled steel, $4.15 to 


$4.65; toe calk steel, $5.25 

Quantity differentials, lots under 1000 Ib. 
of a size, 35c. per 100 Ib.; lots of 1000 Ib. 
to 1999 Ib. of a size, le. 


Nails.—A few of the wholesale firms 
seem inclined to believe the demand for 
wire and cut nails is a little better, yet 


they admit the improvement is so 
slight as to be hardly noticeable. 

We quote from jobbers’ stocks Wire 
nails, per keg, from the store, $3.85, base, 
f.o.b. Boston; cut nails, $4.50 per keg, base 
Tremont schedule of extras same as here- 


tofore. 

Padlocks.—A cut amounting to more 
than 20 per cent in the market for some 
makes of dog collar padlocks has been 
made by local wholesale houses follow- 
ing a similar reduction in manufac- 
turers’ lists. 

Picks and Mattocks.—Many of the 
producers of picks, mattocks, wedges, 
etc., have come out with new lists 
which show a decline approximating 10 
per cent on the average. The local 
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market has not been adjusted to the 
new schedule of prices as yet, but un- 
doubtedly will before the close of an- 
other week. The demand for this class 
of merchandise has been extremely 
light the past month or two. It was 
said that buyers were holding off for 
lower prices. Now that reduced sched- 
ules have been put into effect, an im- 
proved demand is anticipated. 


We quote from jobbers’ stocks: Contrac- 
tors’ picks, 25 per cent discount; railroad 
picks and mattocks, 25, 10 and 5 per cent 


discount for the best grades in both in- 
stances. 

Rivets.—Here and there one finds a 
wholesale house selling more rivets 
than heretofore. In such cases the 
demand is far from active, but is of 
sufficient proportions to lend strength 
to the belief that a turn for the better 
has come. The market is well supplied 
and quick deliveries can be made. 

We from jobbers’ stocks: Rivets, 


quote 
structural, long, cone head, boiler 


2 to 5-in. 








quality, %-in. and rraaevs $5.10 per keg; 
5, and . in., $5.25; -in., $5. 60; 1 to 
2-in. long, -in. and larger, $5.2 25 per keg; 
54 to 11/ 16. ‘in. $5.50; 12-in.,$5.85. Button 
head structural, 2 ‘to 5-in. %-in. and 
larger, $5 per keg; %% to 11/16- in., $5.15; 
19 - -in., $5.50; 1 to 2-in., %-in. and larger, 

; 5 to 11/16-in., $5.40; %-in., $5.75. 


Small iron rivets 50 per cent discount. 


Sash Cord.—Certain manufacturers 
of sash cord and twine have notified the 
jobbing trade of an advance in prices, 
but in view of the fact that makers of 
those kinds largely used in this section 
of the country have not changed as yet, 
local market prices remain the same. 
It is strongly intimated, however, a 
general advance is coming. The firmer 
ideas of manufacturers are based on 
the market for raw cotton. It is quite 
certain now that the domestic cotton 
crop will be smaller than usual While 
it is true tnat there was a considerable 
carry-over of cotton from the last sea- 


Office of HARDWARE AGE, 


1902 Park Building. 
Pittsburgh, Aug. 15. 
sentiment in the steel 


( 'ENERAL 
I trade is more cheerful than for a 
long time, and there seems to be no 
doubt but that the steel mills and other 
finishing plants are getting more new 
business than they were some weeks 
ago but, as we noted last week, re- 
ports of the betterment that has come 
in the steel business have perhaps been 


overstated. There has been some in- 
crease in the operating schedules of 
the steel and finishing mills, but 


whether this will be permanent, and 
show further increase, has yet to be 
shown. Some steel mills are running to 
possibly 40 per cent of normal capacity, 
but this is due to an accumulation of or- 
ders over some weeks, and whether this 
higher rate of operation will be main- 
tained depends entirely on how orders 
come in over the next month or two. 
The outlook is that starting with early 
September, there is going to be a re- 
vival in the demand for steel products 


that will keep the mills employed to at 
least their present capacity, 
haps allow them to 


and per- 


ncrease it some. 
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son it is believed higher prices will ma- 
terialize when consumption increases. 

We quote from jobbers’ stocks: Sash 
cord, Acme, in dozen lots, No. 6, 37¢. per 
Ib.; No. 7, 35c.; Nos. 8, 9, 10 and 12 » 38C.5 
cheaper grades, No. 7, 32c.; No. 8, 30c.; 
Samson, spot, No. 7, 57c.; No. 8 and larger, 
56c. 

Screws.—The local market for cap 
and set screws is approximately 10 per 
cent lower. The weakness is due more 
to the softer prices on machine bolts 
than to any material increase in stocks 
in manufacturers’ or _ distributors’ 
hands. The demand holds about on an 
even keel, it being neither active nor 
dull. The call for wood “screws is per- 
haps a shade better in spots, but gen- 
erally speaking the market continues 
quiet. 


We quote from jobbers’ 

Wood screws.—lIron, bright, flat, 774% per 
cent discount, round and oval, 75 per cent, 
fillister, 75 per cent; blued, flat, add 5 per 
cent, 77% per cent discount, round, 75 per 
cent; japanned, flat, 70 per cent discount, 
round, 6714 per cent; tinned, flat, 62% per 
cent ‘discount, round, 60 per cent; gal- 
vanized, flat, 6214 per cent discount, round, 
60 per cent; coppered, flat, 724% per cent 
discount, round, 70 per cent; bronze plated, 
round and flat; nickel plated, round and 
flat; silver plated, round and flat and brass 
plated, round and flat, all 65 per cent dis- 
count. 

Wood screws.—Brass, bright, flat, 72% 
per cent discount; round and oval, 70 per 
cent. Nickel plated, flat, 65 per cent dis- 
count; round, 65 per cent discount. 

Wood Senne — Rene metal, plain, 
round, 674%4 per cent discount; round and 
oval, 65 per cent. 

Machine screws, 
and 10 per cent discount; 


list: 


etc.—Coach screws, 50 
set screws, in- 


cluding headless, 60 and 10 per cent dis- 
count; cap screws, square and hexagon, 60 
per cent discount; fil'ister, 40 and 10 per 
cent discount; flat, 30 per cent discount; 
button head, 20 per cent discount; lag 
screws, 50 per cent discount; iron machine 
screws, flat and round head, 50 per cent 
discount; fillister, 45 per cent discount; 


flat and round head brass, 40 per cent dis- 
count; fillister, 35 per cent discount. 


Stanley Goods.—The Stanley Rule & 
Level Co., New Britain, Conn., recently 
issued a new price list on planes, gages 


PITTSBURGH 


There is no doubt but that the steel 
trade is on the way to better things, but 
as we have stated before, the recovery 
to normal conditions is going to be 
slow. 

Price changes in heavy steel products 
in the past week were unimportant. 
The steel market is down to a point 
that allows the mills little or no profit, 
and it is hard to see how in this condi- 
tion, prices can go much lower, unless 
there should be further reductions in 
wages, and also a heavy cut in rail- 
road freight rates. The latter is likely 
to come before the end of this year, as 


lately there have been conferences here’ 


between leading officials of steel com- 
panies and some of the leading rail- 
roads, at which the question of a re- 
duction in freight rates was discussed 
thoroughly. This reduction is likely 
to be as much as 20 per cent, and if it 
is made, it will help conditions a whole 
lot. The fact, too, that the Govern- 
ment is arranging to pay the railroads 
about $500,000,000 due them from the 
time they were under Government con- 
trol will also help things very much. 
From the above it will be seen that the 
outlook for the steel trade is far from 
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and similar tools, which shows a de- 
cline of practically 10 per cent. Within 
the next few days local quotations wil] 
be adjusted to conform to the manufae- 
turer’s list. 

Washers.—The market for washers, 
in common with that for bolts and nuts, 
is weak. Individual orders received by 
the jobbers usually are for very small 
amounts, consequently little impression 


is made on local stocks, which are 
large, from week to week. 

We quote from jobbers’ stocks Cast 
washers, %-in. and smaller, 7c. per Ib; 
larger, 6c. per Ib.; cut washers, 200-Ib. 
kegs, list less 3c.; malleable washers, l5e. 
per lb 


Weather Strips.—The latest informa- 
tion from the leading makers of 
weather strips is that their prices will 
be no lower during the balance of 1921, 
and possibly may be higher. They say 
they are securing some good orders for 
their product and are confident that 


more stock will be sold this season 
than in recent years. 
Wire Brushes.—One line of wire 


brushes such as are used in the metal 
working industry has been reduced 
about 10 per cent and local quotations 
have been lowered to correspond. 
Wrenches.—Some of the . jobbers 
here ¢laim to have received informa- 
tion from producers which lead them 
to believe prices will be lower within 
the near future on _ agricultural 
wrenches. The market for wrenches in 
general is quiet. Stocks are not ex- 
cessive, but ample for all requirements, 
and prices apparently are steady. 





We quote from jobbers’ stocks: Stillson, 
55 and 5 per cent discount. Trimo pipe 
wrenches and parts, new list, 55 and 5 per 
cent discount; Coes wrenches, 3314 per cent 
discount; drop forged’ wre nches, 30° per 
cent discount; agricu!tural wrenches, 40 


per cent discount. 


being as bad as some would have us 
believe. Once the railroads start to buy 
the track materials they so badly need, 
it will soon throw a very large amount 
of business in steel rails, cars and en- 
gines, and will put a generally very 


much better condition into the steel 
trade. 
The seasonable dullness in the hard- 


ware trade is still going on, and not 
much betterment is looked for before 
early néxt month, and it may be well 
into October before the volume of busi- 
ness in wholesale and retail hardware 
will be as heavy as it was in the early 
months of this year. Jobbers report 
that the main disturbing factor in the 
situation now is the offering of surplus 
stocks of general hardware, both by do- 


mestic and foreign houses. As a rule, 
these goods are offered at fairly low 
prices, lower than the jobbers are able 
to buy from the mills at present. One 


house in France has recently offered to 
its New York representative a long list 
of hardware items for quick delivery, 
among which are about 3200 doz. unhan- 
dled axes, on which low prices have been 
quoted. <A Georgia retail hardware 
house is also offering quite a large 
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stock of goods at rather low figures, 
and jobbers say that some of these 
goods are quoted at very much lower 
figures than they are able to buy at 
from their regular source of supply. 

Orders for hardware goods are fairly 
numerous, but are still mostly for small 
lots. One local jobber, whose men had 
just returned from their vacations and 
started out on the road again last week, 
says he is surprised at the number of 
orders his men are sending in to the 
house, but as a rule the orders are 
small, indicating that dealers are not 
yet ready to stock up on most lines of 
goods, still feeling that prices on some 
lines, at least, may be lower. 

Collections are reported to be slower 
than usual, and some customers whose 
accounts are in arrears are either being 
refused more goods, or else are being 
compelled to pay at least part of their 
overdue accounts. 

Automobile Accessories.—The market 
on these goods is only fairly satisfac- 
tory. There is a good demand for tires 
and tubes, also for two or three other 
lines of standard equipment for cars, 
but on the smaller items demand is dull. 
The automobile market is disturbed to 
some extent by cuts in prices on certain 
cars, notably Pierce-Arrow, Westcott, 
and others, to be made on Sept. 1 next. 
This is taken to mean that makers of 
other standard cars will also probably 
reduce prices, and some customers who 
had in mind the purchase of new cars 
now will not buy until after Sept. 1. 
No further reductions for the present 
at least, are looked for in tires and 
tubes, as prices on these are down very 
close to a pre-war basis. : 


Local jobbers quote general acces- 
sories as follows: 

Reliance jacks, No. 1, $2.33; 
in lots of 12; A. C. Titan spark plugs, 65c. 
in lots up to 10, and 58ec. in lots of from 
1) to 100; Derf spark plugs, 96c. each for 
all sizes, in lots less than 50; Champion X, 


No. 2, $3.33 


ote. each for Jess than 100, and 48c. each 
for over 100; Champion regular, 58e. each 
for less than 100, all sizes, and 56c. each 


over 100. 

Bicycles.—As yet the new prices on 
bicycles for the 1922 season have not 
come out, but are looked for now 
at any time. These prices are likely to 
be 25 per cent or more lower than this 
year’s figures. The new demand for 
bicycles for this year is pretty well over, 
and dealers are keeping their stocks as 
low as possible, in view of the lower 
prices expected next year. 

Builders’ Hardware.—The long strike 
in the building trades in this district 
which started on June 1, is now prac- 
tically over, the men in the various 
crafts having agreed to return to work 
practically on the same terms offered 
by their employers in May and which 
the men refused to accept. Carpenters, 
brick-layers and other craftsmen are to 
take a reduction of about 20 per cent, 
and also have made some important 
concessiens in working rules. It is 
feared, however, that on account of it 
being so late in the year, no large build- 
ing projects will be taken up until next 
year. There will be more activity in 
the building of dwellings, and building 
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permits issued in this city are showing 
a slight increase. Several local makers 
of builders’ hardware say their orders 
have increased to some extent since the 
strike was settled. 


Bolts and Nuts.—The new demand is 
still quiet, and concessions of 5 to 10 
per cent in prices are still being made 
by some makers. Neither jobbers nor 
retailers are stocking up, not being sat- 
isfied that bottom prices have been 
reached. None of the makers of nuts 
and bolts is operating to more than 25 
to 30 per cent of capacity. 


Jobbers 


quote: Large machine bolts, 55 
and 10 per cent off list small machine 
bolts, cut thread, 55 and 10 per cent off 
list; rolled thread, 60 and 10 per cent off 
list; carriage bolts, large and small, cut 
thread, 50 and 10 per cent off list; rolled 
thread, 55 and 10 per cent off list; hot 
pressed nuts, tapped, $3.15 off list; blank, 
$3.40 off list; semi-finished nuts, small, 
80 per cent off list; large, 70 and 10 per 


cent off list. 

Field Fence.—The demand for this 
year is pretty well over, but there is 
still some business going, and prices are 


holding firm. 

Jobbers quote fence f.o.b. Pittsburgh at 
67 per cent off list for carloads for mill 
shipment and 68 per cent off list for less 


than carloads, mill shipment. 

Galvanized Ware.—Prices on all kinds 
of galvanized ware are more or less ir- 
regular, especially on galvanized tubs, 
and lower prices are looked for in view 
of the low market on galvanized sheets. 
The demand is not very active, and is 
mostly for small lots, jobbers and re- 
tailers buying only what their imme- 
diate needs demand. A reduction of 10 
per cent on garbage cans has just been 
announced by some makers. 

Jobbers quote galvanized tubs’ with 
wringer attachment, No. 1, $7 per doz.; 
No. 2, $8.50 per doz.: No. 3, $10.50 per doz. 
12-qt. pails, $2.65 per doz.; Red Band pails, 
$6.50 per doz. 


$7.50 


Iron and Steel Bars.—The mill price 
of 1.75c. on soft steel bars is quite firm, 
but is sometimes shaded in connection 
with plates and shapes. The new de- 
mand is not very heavy and is confined 
mostly to small lots. Mills are filling 


many orders from warehouse stocks 
which have been quite heavy. 

Jobbers now quote soft steel bars from 
stock at 2.10c. to 2.25c., and common iron 


bars at about 2.75c. to 3c. for fair sized lots. 

Horse Shoes.—Following the recent 
reduction of 50c. per keg on horse shoes, 
the Never Slip Mfg. Co., New Bruns- 
wick, N. J., has announced a reduction 
of 5c. per set in prices on calked and 
driving shoes. 


Iron and Steel Pipe.— The new de- 
mand for both iron and steel pipe is 
showing some increase, but consumers 
are buying only as their needs require. 
Prices are fairly well maintained, but 
on any desirable orders are shaded. 


For small lots from store jobbers 
quote: 
Butt Weld Lap Weld 
Bk. Galv. Bk. Galv 
Ye 46% 21% 
% to % 1914 23 
Wy 55% 40) 
M4 59% 45 
1 to 3 61M 48 
2. : , 49% 351 
21 to 6 53%6 39% 
7 to 12 47% 32! 
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Discounts on full weight iron pipe in 
less than carlcad lots are as follows: 


Putt Weld Lap Weld 
r 


kK Galv. tk Galv. 

%and % 81 3414 
2 cece 4 4 

1 12% 
1 to 1} 14% wee 
I ge aoa ; 2414 gt 
2% to 6 TI, 121, 
7 to 12 27 Lo R14 

The |. ¢. 1. price applies to all shipments 
from stock, regardless of quality 

Discounts on steel boiler tubes in less 
than carload lots are now as follow 1% 
in., 17% per cent off list: 2-in., and 214-in 
32 per cent off list; 24% to 3-in., 45 per cent 
off list; 3% to 13 in., 48 per cent off list. 


Ice Cream Freezers.—The demand is 
only fair, as the trade in freezers for 
this season is pretty well over. Makers 
are expected to announce before long 
the prices for next year, and these will 
no doubt be somewhat lower than the 
prices this year. Jobbers and retailers 
have reduced their stocks as much as 
possible, in view of the lower prices for 
next year to be announced soon. 


Jobbers quote ice cream freezers as tf 
lows: White Mountain, 2-qt $4.05 s-qt 
$4.85; 4-qt., $5.75: 6-qt., $7.25 Liehtr 
2-qt., $3.58; 3-at.. $4.26 t-«t $0.32: H-<« 
$6.55; S-qt.. $8.52: Auto Vacuum Freez 


2-qt., $4; 4-at., $6.75 


Lawn Mowers.—Usually, makers of 
lawn mowers announce prices about Au- 
gust 1 for the coming season, but so 
far there has been no announcement of 
next year’s prices, but these are ex- 
pected to come out in a short time, and 
will be lower than the prices this year. 

Sheets. — Prices on all grades of 
sheets are steadier than for some time, 
and the demand is also better. Auto- 
mobile builders are buying more freely, 
and the demand from other consumers 
is more active. Sheet mills have in- 
creased the rate of operations, and say 
the outlook is better than at any time 
this year. 

Jobbers have 
prices to thelr 


the 
and ; 


given 
trade, 





blue annealed sheets at 
No. 28 gage black sheets 
ind No. 28 galvanized shee 
stock 


Paints and Supplies.—No further re- 
ductions in prices of paints have been 
made since those given in our report 
of August 4. Dealers say the demand 
has fallen off, and they do not look for 
any lower prices in the near future at 
least. ‘ 

Prices are: 

Jobbers 


are now quot 








as follows: Ready mixed pa $ 
gal.; standard grade linseed oil, 7 
gal., and white lead, $12 

Stucco 4-in. brushes 1 iin at $4 each at 
retail; putty is down and is now quoted at 
$1.10 for 12% Ib., $2 for - Ib.; sandpaper 
remains at 30-10 per cent off list; prices o1 
shellne are lower, the cheaper grades be 2 
quoted at $3 per gal medium rades. $3.5 
and the higher grades, $4.: I al _ 
changes were made in plats ind window 
glass 

Plate glass, less than © sq. ft s 78 per cent 
off; over 5 sq. ft 80 per cent off Wind 
glass, single strength, A and B, is 82 } 
cent off list: doulMe strenet! \ s 8 
cent off, and double strength, B, 85 per cer 
off list. Standard grades of varnish, tt 
finish, are $3.15 per gal., and for outside 


finish, $4.20 per egal 

Shovels.—Hubbard & Co., large shovel 
makers of this city, and their identified 
interests, the Jackson Shovel Co., Mont- 


pelier, Vt.; Russell & Co., Aliquippa, 


estes 
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Pa., and Beall Bros., Alton, Ill., have 
made a radical move by taking inde- 
pendent action in reducing prices on all 
grades of shovels, spades and scoops 
$3.40 per doz., making the present quo- 
tation $8.50 per doz. on the fourth grade 
polished goods, and the same pro rata 
reduction on all other goods. In an- 
nouncing this reduction to the trade, 
Hubbard & Co. stated that, in its opin- 
ion, business conditions will not improve 
until everything pertaining to the steel 
trade has been thoroughly liquidated, 
and now that it has brought about this 
result in its lines of goods, it is ready to 
go ahead on a new basis, and believes 
this radical reduction will very much in- 
crease the demand from the trade for 
its full lines of shovels, spades and 
scoops. There has been no change in 
the price on shovels since Oct. 28, 1920, 
at which time a reduction of $1 per doz. 
was made, prices having been advanced 
$1 per doz. on Dec. 5, 1919, this being 
the last advance that was made. On 


Office of HARDWARE AGE, 
604 Mercantile Library Building, 


Cincinnati, Ohio, Aug. 13. 


) ESPITE the fact that the month 
of August is usually a dull month, 

jobbers and dealers report business 
keeping up very well. Nobody in the 
trade apparently has any complaint to 
make. Dealers catering to the country 
trade, report that despite the fact that 
harvesting is now in full swing, farm- 
ers are buying for their future needs. 
Collections on the whole are very fair. 

There have been a number of price 
changes during the past two weeks but 
nothing of a very radical nature. Price 
reductions have apparently stimulated 
business in some quarters. Some in- 
terest is being shown in fall goods, but 
as a general thing, dealers are only 
buying for their immediate needs. 

Quite an improvement is noticed in 
the automobile accessory branch of the 
trade. Tires are very much in de- 
mand and jobbers report their sales 
as 100 per cent greater than was the 
case thirty days ago. Headlight lenses 
are also in heavy demand as the new 
State Laws requiring elimination of 
glare from headlights, comes into effect 
on Aug. 16. Other accessories are 
moving very well. . 

Aluminum Ware.—The demand for 
aluminum ware has fallen off some- 
what, although business is still con- 
sidered fair. Prices are unchanged. 

Axes.—More interest is being shown 
in axes for fall delivery. Prices are 
unchanged, the present ones being 
guaranteed until Dec. 31. 


; Jobbers quote 3% lb. single bitted. un- 
handled axes, $14 doz.; 314 \b. double 
bitted, unhandled axes, $19 doz 


Automobile Accessories.—The fea- 
ture of the market is undoubtedly the 
heavy demand for tires and headlight 
lenses. Motorists apparently had run 
their tires to death and are now forced 
to replace the worn out ones with new 
equipment. The new State law regard- 
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June 14, 1917, prices of shovels were 
$9.40 per doz. for fourth grade polished 
goods, and on Jan. 1, 1917, the price 
was $6.40 per doz. After that date 
several advances were made, but the 
present price of $8.50 per doz. on fourth 
grade polished goods is the lowest in 
effect for over four years. 


Steel Snow Shovels.—Prices on these 
goods have been reduced about $3 per 
doz. and the Owosso Mfg. Co., Owosso, 
Mich., has announced a reduction of 75c. 
to $1 per doz. on wood snow shovels. 


Wire Products.—Present conditions in 
the wire and wire nail trade are quiet, 
both jobbers and retailers reporting 
that the new demand is not very active, 
and is mostly for small lots. The trade 
still figures that prices on wire and 
wire nails may go lower, and for this 
reason are keeping stock down as much 
as possible. Prices on both wire and 
wire nails are firm, and local jobbers 
who are placing good sized orders right 
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ing headlights becomes effective Aug. 
16 and as a result the demand for new 
lenses is very heavy. About 30 differ- 
ent makes of lenses have been ap- 
proved. Other lines of accessories are 
moving very well. Prices are firm and 
unchanged. 

Bale Ties.—Approximately a 5 per 
cent reduction has been made by manu- 
facturers of bale ties. Local jobbers 
have changed their prices accordingly. 
The demand has been good and repeat 
orders have been placed with manufac- 
turers to take care of it. 


Jobbers quote 9% ft. 14 ga. bale ties, 
$1.55 per bundle; 9% ft. 15 ga. bale ties, 
$1.30 per bundle. 


Builders’ Hardware.—The recent re- 
ductions in prices have not, as yet 
stimulated much buying. The high 
cost of building is apparently keeping 
down to an absolute minimum the num- 
ber of new projects going ahead. It is 
expected, however, that bnilding costs 
will be lower during the fall months, as 
an arbitration commission has been ap- 
pointed to go into the costs that enter 
into the construction of buildings. It is 
expected that a reduction in wages will 
be announced within the next month 
or so. ‘i 


Bolts and Nuts.—Some_ reductions 
have been made in the prices of ma- 
chine and carriage bolts. The demand 
is only fair. 


Jobbers quote, Machine bolts, small sizes, 
60, 10, 10 and 5 per cent off list: large 
sizes, 60 and W per cent off Carriage 
bolts, small sizes, 60, 10 and 5 per cent off: 
larger sizes, 50 and 10 and 7% per cent 
off; Stove bolts, 75 and 10 per cent off. 
Semi-finished nuts, small sizes, 70 and 10 
per cent off; larger sizes, 65 and 10 per 
cent off. 


Drills.—The demand is fair with no 
price changes being reported. 

Jobbers quote, Carbon drills 50 and 5 per 
cent off list; High speed drills 10 and 5 per 
cent off list 

Eaves Trough and Conductor Pipe.— 
The demand continues very good. The 
recent reduction has stimulated buying 
to some extent. 
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along with the mills, for both nails and 
wire, say they have not been able to 
buy at prices lower than $2.50 for plain 
wire and $2.75 for wire nails. Jobbers 
quote from stock, to the retail trade, as 
follows: 


Wire nails, $3.10 base per keg; ilvan- 
ized, 1 in, and longer, including larg --head 
barbed roofing nails, taking an a:vance 


over this price of $1.25 and shorter than 1 
in., $1.75; bright Bessemer and basi: wire, 
$2.75 per 100 lb.: annealed fence wire. Nos, 
6 to 9, $2.75; galvanized wire, $3.35; calvan- 
ized barbed wire, $3.75; galvanized fence 
staples, $3.75; painted barbed wire. 33.25: 
polished fence staples, $3.15; cement-coated 
nails, per count keg, $2.70; these prices 
being subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 6! days, 
net, less 2 per cent off for cash in 1! days. 
Discounts on woven-wire fencing ar: 68 to 
70% per cent off list for carload lots, 67 to 
69% per cent for 1000-rod lots, and 66 to 
681% per cent for small lots, f.0.b. Pitts- 
burgh. 

Wheelbarrows. — Prices on al!-steel 
two-wheel wheelbarrows have been re- 
duced about 7% per cent. The demand 
is reported quiet. 


Jobbers quote, 28-ga., 5-in. single bead 
eaves trough, $4.75 per 100 ft.; 28-ga., 3-in. 
corrugated conductor pipe, $4.75 per 100 
ft.; 38-in. corrugated conductor elbows, 
$1.73 per doz. 

Files.—The demand is below normal. 
No price changes have been made re- 
cently. 


Jobbers quote all makes of files at 56 
and 10 per cent off list. 


Galvanized Ware.—The recent price 
reductions have stimulated sales slight- 
ly. The demand is still considered fair- 
ly good. Prices are.as last quoted, as 
follows: 


Galvanized pails, 10-qt., $2.25 per doz.; 


9 
« 12-qt., $2.50 per doz.; 14-qt. $2.85 per doz.; 


16-qt. 93.25 per doz. 

Galvanized tubs, No. 0, $5.25 per doz.: 
No. 1, $6.45 per doz.; No. 2, $7.25 per doz.; 
No. 3, $8.45 per doz. 

Galvanized oil cans, 1-gal., $3.30 per doz.; 
2-gal., $5.20 per doz.; 5-gal., $9 per doz. 


Glass.—The demand for window 
glass is picking up slightly. Stocks are 
in good shape to take care of all de- 
mands, only about 20 per cent of the 
glass factories in the country are run- 
ning at the present time. A number 
of the machine factories however, will 
start about the first of October as 
stocks in manufacturers’ hands are 
badly broken. Prices on window glass 
are unchanged, but plate glass has been 
reduced approximately 10 points. 


Jobbers quote, window glass, single 
Strength, A, 81 per cent discount; double 
strength, “A,” 83 per cent discount. llate 


glass, 85 per cent discount. 

Nails.—Reports are current that 
some mills are shading the base price 
of $2.75 Pittsburgh on wire nails. No 
confirmation of the report, however can 
be had locally. Sales are fair and 
prices remain as last quoted. 


Jobbers quote wire nails at $3.25 per 
base. 


Paints and Oils.—The demand sti!! 
continues fair. Recent reductions on 
ready mixed paints have brought out 
some business. The market on linseed 
oil and turpentine has a firmer tendency 
and an advance of 3c. per gallon is 
noted. 


Jobbers quote, ready mixed house paint 
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92.60 per gal.; linseed oil, in car'oad lots, 
wc, per gal.; turpentine, in carload lots, 
sc. per gal. 

Picks and Mattocks.—A reduction of 
approximately 10 per cent has been 
made by manufacturers of picks and 
mattocks.—Loca] jobbers have changed 
their prices accordingly and are now 
quoting 10 and 5 per cent off list. 

Rivets.—There has been a fair de- 
mand for the smaller sized rivets. 
Prices are unchanged, jobbers quoting 
65 off list. 

Roofing Paper.—Another reduction 
*has been made in the price of roofing 
paper. The demand is picking up 
greatly and sales during the past fort- 
night have been good. The new prices 
represent a decline of approximately 
12% per cent. 

Jobbers quote, Holdfast, light, 
roll; medium, $1.65 per roll; heavy, $1.95 
per roll; Standard, light, 95c. per roll; 
medium, $1.25 per roll; heavy, $1.55 per 
roll; Slight surface roofing, 85 lb. grade, 
either green or red, $2.30 per square. 

Saws.—Practically all the saw mak- 
ers reduced their prices during the 
month of July. The new prices in effect 
by the Simonds Manufacturing Co. are 
as follows: 


91.35 per 


No. 83 Plumber’s Nest, $26.75 a doz.; No. 
‘4 plumber’s nest, $15.90 a doz.; No. 87, 


Compass, 14-in., $6.05 a doz.; No. 65 prun- 
ing, 16-in., $12.75 a doz.; No. 129 curved 
pruning, 14-in., $8.70 a doz. 

The Stanley Rule and Level Co. have 
reduced their prices on practically the 
entire line 10 per cent. Jobbers will 
change their prices accordingly. 

Sheets.—There has been a fair de- 
mand for steel sheets. No further 
price reductions have been made and 
jobbers continue to quote: 


28-ga., black sheets, 5c. 
galvanized sheets, 5.75 a Ib. 


Shovels.—The long expected prices 
on shovels are expected to be issued 
during the week. Advance information 
is to the effect that reductions approxi- 
mating $3.50 per dozen will have been 
put into effect. The demand is fair. 

Sash Weights.—Another reduction of 
30c. per 100 Ibs. has been made in the 
price of sash weights. 


sash 


per Ib.; 28-ga. 


Jobbers now weights at 92 


per 100 Ibs. 

Screws.—The demand for screws is 
below normal, although box makers and 
pattern makers have been fair pur- 
chasers. No further price changes are 
reported. 


_Jobbers quote, machine screws, all sizes, 
5 and 10 per cent off; cap screws, 55 and 


quote, 


ld off; set screws, 60 and 10 off; coach 
screws, 60 and 10 off; wood screws, 77% 
and 20 off. 


Stove Pipe.—An increase in orders 

for fall delivery are being received. 
Prices are holding firm at the recent 
reductions. 
_Jobbers quote, royal grade stove pipe, 
6-in., 17c. per joint; T-in., 20c. per joint; 
stove pipe elbows, 6+in., $1.65 doz. ; 
i-in., $2.25 per doz. 

Stove Pipe Dampers.—A reduction of 
approximately 5° per cent has been 
made by manufacturers of dampers and 
local jobbers have changed their prices 
according. 


Jobbers quote 
$1.55 per doz. 


Toys.—A local jobber is having good 
success in interesting hardware dealers 


6-in. stove dampers at 
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in carrying a line of toys for the holi- 
day trade. Some dealers who handled 
toys last year, are placing larger 
orders for this year. Orders for holi- 
day trade are coming in very nicely. 
Mechanical sets, dolls, etc., seem to be 
most in demand. 

Washing Machines.—Some dealers 
report a fair demand for power wash- 
ing machines. Some of this business is 
coming from the farming districts, in- 
dicating that the farmer is still in a 
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position to buy merchandise. 

Wire Products.—A _ reduction in 
prices of wire cloth for next season’s 
trade has been announced. The reduc- 
tion amounts to approximately 20 per 
cent. There has been some demand 
for wire fence and wire cloth is still 
a fair seller. Other than the price on 
wire cloth, no changes has been made. 

Jobbers quote, Black painted wire cloth, 


12-mesh, $2.35 per 100 sq. ft Poultry net- 
ting, 50 off; No. 9 Annealed wire, $3 per 
100 Ibs 


TWIN CITIES 


South, 
MINN 
1921. 


3725 Colfax Avenue 
MINNEAPOLIS, 
Aug. 10, 
T HERE seems to be a little better 
tone to business in general, but the 
improvement is not sufficient to show 
up in any greatly increased sales. 
Sales from having been rated as poor 
can now be considered as fair, with 
some lines such as tools, builders’ hard- 
ware, and paints are good. 

During the past few weeks some 
dealers have been inclined to be pessi- 
mistic but their attitude is changing 
to one of hopefulness for a good fall 
trade. 

This territory is so dependent upon 
the farmer that all that is needed to 
make it prosperous is to find some 
way to create a demand for the grains 
being harvested. If some satisfactory 
arrangements can be made for foreign 
exportations we should have a good 
fall business. 

Jobbers report that orders from deal- 
ers remain small, and this is as it 
should be considering prevailing con- 
ditions. 

Manufacturers have made some very 
decided reductions in paints, in fact 
they claim much more so than cost of 
production warrants. These reductions 
should bring in considerable retail 
business if properly announced to the 
public and should permit of the dealer 
carrying a little larger stock as further 
reductions this season are unlikely. 


We quote from local jobbers’ stocks: 
Ist grade ready mixed house paints, $2.60 
per gallon; 2nd grade, $1.90 per gallon; 
White lead in 100 lb. kegs, $11.81; De- 


natured alcohol in barrels, 50c. per gallon; 
raw linseed oil, 91c.; boiled linseed oil, 
93c.; shellac, orange, $3 per gallon; white, 


$3.25; turpentine in barrels, 72c. per gal- 
lon. 


Builders’ Hardware.—The sales of 
builders’ hardware are one of the best 
and biggest items in the Twin Cities, 
where total of building permits exceeds 
that of last year and is still going 
strong. Because of lack of large con- 
struction work it is doubtful if the total 
sales will be as large as last year, but 
the number of orders is already larger, 
and over the counter sales are ahead 
of any previous record. 

Axes.—The demand for axes, as is 
usual at this season, remains at a low 
point. Prices show no change. 


local 
double 


jobbers’ stocks 


We quote from 
bit, $19.50; base 


Single bit, 914.50; 
weights. 

Brads. 
tinues of very fair volume. 


The demand for brads con- 
Jobbers 


stocks are ample, and prices show no 
change. 

We quote from local jobbers’ 
Brads in bulk, 70-10 per cent; in pas 
40 per cent. 

Bolts.—Sales of bolts do not show 
much improvement and little is looked 
for until there is some improvement 
in general manufacturing conditions. 
Jobbers stocks are ample and prices 
show no further change. 


stocks: 


Kages, 


We quote from local jobbers’ stocks: 
Small carriage bolts 50-10 per cent; large 
carriage bolts 50 per cent; sn machine 


bolts, 60-6 per cent; large machine bolts 
55 per cent; stove ‘bolts 75 per cent; lag 
screws 60 per cent. 


Eaves Trough Conductor Pipe and 
Elbows.—Demand for this entire line 


continues of very fair volume in this 
immediate vicinity because of the large 
amount of construction work. There 
has been no further change in price 
since last report. 

We jobbers’ stocks: 
inch, lap joint, 
3 inch conduc- 
$5.10 per 
corrugated, $1.63 


quote from local 
Eaves trough 28 gage, 5 
single bead, $5 per 100 ft.; 
tor pipe, 28 gage, corrugated, 
100 ft.; elbows, 3 inch, 
per doz. 

Files.—There is perhaps a slight im- 
provement in the sales of files, but is 
so small as to be scarcely noticeable. 
Jobbers stocks are well assorted, and 
have been 


no further price changes 
made. 

We quote from local jobbers’ stocks 
Nicholson files 50-10-5 per cent from 
standard list; Arcade 60-10 per cent from 
list 

Galvanized Ware.—There is a slight 
improvement in the demand for gal- 
vanized ware in preparation for fall 
business. Jobbers stocks are in good 


condition, and prices show no further 
change since last report. 


We quote from local jobbers stocks 
Standard No. 1 galvanized tubs $6.70 per 
doz.; Standard No. 2, $7.55 per doz 
Standard No. 3, $8.80 per doz.: Heavy gal 
vanized No. 1, $18 per doz 920.5 
per doz.; No. 3, $22.80 per do Standard 
10-quart galvanized pails. $ er loz 


Standard 
galvanized 
juart, $5.10 


Standard 12-quart, $2.60 p« 
14-quart, $2.90 per doz.; 16-quar 
stock pails, $4.50 per doz 

per doz, 


Glass and Putty.—The demand from 
the retail hardware dealers’ standpoint 
continues very small as is customary 
at this season of the year. Prices re 
main as last quoted. 


We quote from 
Single strength glass 80 
strength glass 82 per cent 


local jobbers stocks 


per cent; double 


lists Commercial putty in ‘blad 
per ewt, 

Ice Cream Freezers.—As a whole the 
demand for freezers this season has 
been very unsatisfactory, only a very 
small amount of sales being made. 
Prices remain firm. 
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We quote from local jobbers’ stocks: We quote from 
White Mountain, 1-quart, $3.40; 2-quart, Pure manila rope, 
$4.00; 3-quart, $4.65; 4-quart, $5.80; 6-quart, sisal rope, 
$7.25; $-quart, $9.50; Acme freezers, 


2-quart, $11.50 per doz.; 
doz. 


Lawn Mowers.—Considering general 


business conditions the sales of lawn Prices remain firm as last quoted. 

mowers this past season has been ex- We quote from local jobbers’ stocks: 
; 7 _ Best grade No. 1 at $7.20 per ream; second 

ceptionally good. The season is now chade’ No. 1 at $6.50 per ream; No. 1 Gar- 


practically closed, and dealers are mak- net 
ing special efforts to dispose of stocks 


on hand. 


We quote from local jobbers’ stocks: ous grades of sash cord. Jobbers’ stocks ,.4 
Philadelhia lawn mowers, style C, E, and are ample. There has been a further ; 

L at 25 per cent off list. Ri verside, ball- a P ° ° > os We 
bearing, at $9.50 each reduction in jobbing price of Silver 28-gage 
as s , ™ aiid rage 

Nails.—Sales of nails are now very Lake sash cord, -=s 
satisfactory, and both dealers and _,We quote from local jobbers’ stocks: 
© Silver Lake No. 8, 58e. per lb; ordinary 


jobbers are in a position to supply all 





4-quart, $19.75 per 


Sand paper.— 


sandpaper. 


HARDWARE AGE 


7Tlyc. per Ib. 
14144c. per Ib. 
A very satisfactory vol- 
ume of business is now developing in 
Jobbers stocks are ample. We 


paper at $15 per 
Sash Cord.—A very nice volume of 
business is now being done in the vari- 


braided sash cord No. 8, 38c. per Ib. 


jobbers’ stocks: 
base; pure 


local 


base. any 


ream. 





quote 
galvanized 

Saws.—The improvement in building 
conditions in this territory has stimu- 
lated somewhat the demand for 
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tinues at a low point and does not show 
signs of improvement. 
stocks are ample and there have been 
no further price changes. 


quote 
Half and half so‘der, 


Steel Sheets.—There is absolutely no 
improvement in the demand for steel 
sheets and reductions in prices do not 
stimulate business as there does not 
seem to be any to stimulate in lines 
requiring steel sheets. 


Jobbers 


from local jobbers’ 


stocks: 
22c. per Ib. 


Prices same as 


from local 
black sheets, 
sheets, 


jobbers’ stocks: 
$4.50 per cwt.; 28- 
$5.50 per cwt. 


psai. Sik: away lathes STS age ‘ saws 
needed — in _ a quantities. Sash Weights.—The demand for sash sieehiliy ccaneeians Gaal. sews The 
Prices show no further change since nak » ja q awh: stter as sas “ ° a i , 
~teneapeein — eet _ tter as eee Simonds Manufacturing Co. advise that 
sade ° under construction are being completed. ay ee eae 
We quote from local jobbers’ stocks: Jobbers have am wn “nn i. Prices under the July 7 revised prices on saws 
Bright wire nafis $3.85 base: cement coated ‘oo Rae a eee vores © same sell to dealer as follows: 
nails $3.25 base show no change. Simmonds No. 61 and 62, 26-in., $35.55 
Pz Sales of building papers of We quote from local jobbers’ stocks: per doz.; No. 72 and 72, $28.15 per doz.; 
: . i ~ : $2.30 per cwt No. 10, $23 .70 per doz.; No. 10%, $24.85 per 
various kinds and grades continue of ‘ ° : : - N rs nest, $26.75 
é gre S tinu Screws.—There is a slight improve- doz.; No. 83 A cant ach nest, +g per 
very good volume. Jobbers stocks are . doz.; No. 84 Plumber's nest, $15.90 pet 
: 4 : : ment in the demand for screws but doz.; No. 87 Compass, 14-in., $6.05 per doz 
ample. There has been no further price 
change. 
We quote fron local jobbers’ stocks: 
tarret’s No. 2 tarred felt, $2.95; threaded 


felt, $1.78; slatters felt, 91.: 


) 
rosin, 48c. per roll; No. 25, 60c. 


No. 30, 72c. per roll. 


Rope.—Sales of rope have been of H. 
and will 
continue so throughout the summer sea- 
Prices show no further change. 


only small volume 


son. 


and Shapes 


Bare: Per lb. 
Refined Iron, base price... 2.78¢ 
Swedish Bars, base price. .12.00¢ 

Soft Steel: 

% to 1% in. round, and 
SE. 260.5:0F are ee - 2.78¢ 

Bands, 1% to 6 x 3/16 to 
No. 8 (base price)...... 3.43¢ 

Hoops (base price)........ 3.88¢ 


Beams and Channels, Angles 
and Tees: 


8 in. x \% in. and larger, 


ee ee 2.88¢ 
Channels, Angles and Tees 

under 3 in. x % in.... 2.78¢ 
Merchant Steel 

Per lb 

Tire, 1% x % in. and larger. 2.75¢ 


Smooth finish, 1 x 2 


x \% in. and larger. 2.95¢ 
Toe calk % x % in. and 

69st 5 6 ek aes oe hies 3.45¢ 
Oold-rolled strip 


(sof 
and quarter hard). 10. 00 @10.50¢ 
Open-hearth spring steel 
4.25@8.00 
Ghafting and Screw ae: 





tounds . to 4.53¢ 
Seana, ‘fate an og 
hex : - -4.98¢ to 5.13¢ 
Standard cast steel, base 
Se ee ere 14.00¢ 
met cast akeal bane aiwitn mee 17.00¢ 
Extra best cast steel....... 22.00¢ 
Tank Plate—Steel 
Per Ib. 
% in. and heavier 2.88¢ 
Sheets 
Blue Annealed 
No, 10 
No. 2 3 
No. 14. %.63¢ 
No. 16 7 





Iron and Soft Steel Bara 


No. 20 red been made. 
per roll; . 
We quote from 
Flat head bright 
blued screws, 75 


japanned screws, 
screws, 72% per 
70 per cent. 


no doubt 


Solder.— 






Boz Annealed—Black 
Soft Steel 


Cc. R., Blued Stove 
One Pass, Pipe Sheet 
Per Ib. Per Ib. 


Nos. 18 and 20.. 
Nos, 22 and 24 


-4.05@4.30¢ 
-4.10@4.35¢ 


No. 26 4.15@4.40¢ 
Or RBs xs ae -4.25@4.50¢ 
a: bare een eaten - 4.50@4.75¢ 
No. 28, 86 in. wide, 10¢ 
higher, 
Galvanized Per Ib. 
No. 14 -- -4.10@4.35¢ 
ae, ae ee 4.25@4.50¢ 
Nos. 18 and 20.......4.40@4.65¢ 
Nos, 22 and 24 aoe 4.55@4.80¢ 
No. 26 1.70@4.95¢ 
No, 27 4.85 @5.10¢ 
No. 28 5.0OM@5.25¢ 
No. 30 . - 9 D0@5.75¢ 
No, 28, 36 in, wide, 20¢ higher. 
Steel Wire 
Base Price* on No. 9 gage and 
coarser : Per Ib. 
Bright Basic + 4.25 @4.50¢ 
Annealed Soft 4.25 @4.50¢ 
Galvanized anncsies -5.00@5.25¢ 
Copper Basic ........ 4.75@5.00¢ 


Tinned Soft Bessemer. .6.25@6.50¢ 


Brass Sheet, Rod, Taube and 
Wire 


High Brass Sheet....15%@18%¢ 
High Brass Wire....16%@21\4¢ 
ee ere 13% @20%4¢ 
Brass Tube, Brazed...27 @31 ¢ 
trass Tube, Seamless.184%4@20 ¢ 
Copper Tube, Seamless.20 @22%4¢ 


Copper Sheets 
Sheet Copper, hot rolled 24 oz. 
20@23¢ per ib. base. 
Cold rolled, 14 os. and heavier, 
2¢ per ib. advance over hot rolled. 
*Reguiar 


extras for lighter gages 





local 
screws, 80 per 


70 per cent; 


cent; 


The demand for solder con- 


Current Metal Prices— 


sales are still far below the average. No. 65 
Jobbers stocks are ample and well as- 
sorted. No further price changes have 


No. 129, 
doz. 


Pruning, 


16-in., 
Pruning, 


$12.75 per doz.: 


Curved 14-in., $8.70 per 


Tin Plate.—There is practically no 


improvement in the sales of tin plate, 


stocks: 
cent; R. 
per cent: Flat head 
F. H. Brass 
Brass screws, 


jobbers’ 


R. Hi. 


with the possible exception of such tin 


as is used for roofing purposes. Prices 
remain as last reported. 

We quote from local jobbers’ stocks: 
Furnace Coke L.C tL. 20x 28 $17.00: Roofing 
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1921] 


Tin Plates 
Bright Tin 
Grade Grade 
AAA 664% 

Charcoal Charcoal 

14x20 14x20 
Be reo Goes $10.60 $ 9.50 
eR or 11.80 10.75 
2 Sere 13.60 12.25 
8 aes 15.60 14,25 
3 3 + eer 17.20 16.00 

Coke—14 @ 20 

Primes Wasters 
i, ee oe $ 6.80 $ 6.55 
2 Saye 6.90 6.65 
BPE. Gickeeuess 7.00 6.75 
oe \eceneewe 7.20 6.95 
| SEARS eg 8.10 7.85 

MR: (Ansan vas 9.10 8.85 
[ak dieedaae 10.50 10,25 
SR 60's wave 11.50 11.25 


Terne Plates 
8-lb. Coating 14 @ 20 


Pee Oi cnn ebhees oasabacua $ 7.50 
CTO CTO TT Te RTO re 7.75 
De Sk eee ened een neahenae> 8.00 
PiveGour Wee occ cc scacuse 11,00 
Tin 
COS COP ciacvacscctesces AM 
ee ere eee 3T@38¢ 
Copper 
Lake Ingot .. Seer er TCS 
Klectrolytic .. areas coool 
CD. iki PHAD RS Ree 15¢ 
Spelter and Sheet Zinc 
Western spelter ......-. 64 @6%¢ 


Sheet zinc, No. 9 base, casks, 
11%¢ open 12¢ 
Lead and Solder 


American pig lead........ ++ Be 
Bar 1006 .cccces sss+ + OUEAOKS 
Solder % and % guaranteed.20\4¢ 
a a Pee ee 18%¢ 
Refined solder .........5++- 15%¢ 


tin LC 20 x 


28, 8 lb coating, $15.50 per box, 


Babbitt Metal 
Best grade, per Ib............80¢ 


Commercial grade, per Ib..... 40¢ 
Grade D, per Ib..... ceeeeueseee 
Antimony 
Aslathe sevccdcccceccsss CMOS 


Alaminum 
No. 1 aluminum (guaranteed 
over 99 per cent pure), in 


ingots for remelting, per 
 cnsecrceves seed ene men 30@32¢ 
Old Metals 


The market is quiet but there is 
a little better feeling regarding 
the future. Dealers’ buying prices 
are aS follows: 


Cents 
Per Ib. 
Copper, heavy and crucible.$ 9.75 
Copper, heavy and wire..... 9.00 
Copper, light and bottoms. . 7.50 
BAGS, BONVF sccccccvcscoes 4.50 
Ps TE ise scticsnesssc ES 
Heavy machine composition.. 7.75 
No, 1 yellow brass turnings... 4.00 
No. 1 red brass or composi- 
tion turnings ...... 6.25 
RO NT vp cccaasovcane 3.50 
BO: GN iv kevséovecéens . 2.00 
MND ce citicnsvevecetoseres 2.50 
Welded Pipe 
8tandard—Steel 
Blk. Gal 
OG WB, BURG ck ce ccc —48 2 
Th TR. BWR coc orc ccees —i4 —39 
2-8 Im, Bett... .sccces 16 42 
SS fm. Zap... cccses —51 —37 
7-12 in. Lap.> ceorres ——48 —27 


Wrought Iron 


Bik. Gal. 
%-in. Butt ..-cccccoee —22 —4 
1-1% in. Butt........ —24 —46 
2-in, Lap .wcccseveces —14 —1 
344-6 im. LADe..ccccces —22 —6 
7-12-In, Lap .--seeeees —7T +4 
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Animal, Fish and Vege- Neatsfoot pure gal.... .72@ .75 Dry Colors Spiri " i 
table Oils— Extra No. 1, gal.--- .67@ 70 ” Per lb “i - a 
Paim, Lagos. in casks : C ; , ; ~ a woe SS 
Linseed, Raw, carload — 2 ; a Black, Carbon Gas....10%@20 : 
me gal sesenneees .73@ .75 spot per Ib..-...... T@ 7% Bines, Bone 22 .cccccses 5% @10 BLA( K ee 
city, 5-bbl. lots, gal... .76@ .77 Soya Bean, bbl., Ib. 8 @- sane, Deep enrebenass 8 @1 Coach black = 30 
’ ack, Ivory ....... 15 @30 in Japs 3 
f-town, 5 bbl. lots , ’ wasn -30 
a ovet. dal caccne 73@ .75 Whiting in Cwt. Lampblack wee ++ 10%@14 Drop  bisek — .30 
Cc areis $1.2 on site es ™ a ble 5 
polled, 2¢ per gal. advance on Raw. ys fat cccecvccned 1.206 1.25 Blue, hinese ........! 0 @e— a k — .38 
z S steerer eesncens —_ ue, -russis eof k ae — 4Uhi— 
lard, city, steam.....114%@11%¢ Ex. Gildere ...-.cece 1.40@1.50 Bing. ‘aatahte a ae 7. ¢ é Chinese ... ss 80 
Compound se esses eee ee 10% @11¢ Blue, Ultramarine 10 @35 Cobalt, imitation 45 — 50 
Neutral ....--00.... 14%@ — Glues Blue, Milori, Ib.........50@— Frassten aaa 70 80 
- r es OM . camaekvadnns .20@ .22 Brown, Americs 3ur 3Y% SvaMmeerne 50 
m seed, le : = -—- , American, Burnt 3%@ 4 no =e 
— . e cea ¢ : Brown, Sienna, Italian. _, BROWN :- 
Bleachable ..-se-.--. t%@. Guam Shellac _. Burnt and Powdered. 6% @15 Sienna, Italian, burnt, 
fellow Summer, Prime, Diamond I .......... $ .68@ Turkey, Umber ....... 5 @é6 _or raw, best grades .32 -— 38 
ear: le 9 @— A. C. Geemee oc. ccase GY oe Brown, Raw Lump.... 5 @ 5% Umber, goes burnt 
zi p a a a 56 ‘ ; ; or raw, best grades .27 — 
(rode in bbls........ 7 @ gg ERE tt teeees oO — ; Green, Chrome Chemi- Vandyke Heong gered ; 
mallow, acidless,-@al... .67@ 69 pry em eet ie cally Pure, Ib.......85 @— wine .........-.. 
Wenbaden Vv s eae pardaeneh 6s@ Grinders eeeeeeed4 @15 GREEN :— 
Crude, in bbls ....... 7@— GE ite ensiaves's 6G ects: Mhdeadadaetbiich = Chrome, C. P.. -50 52 
. ’ eer Orange, Fine ......... 0a — Paris, Green, Bulk com., 25% pigment. .25 — . 
Light pressed, gal..... .40@ .42 Orange, Superfine 1@ — SO  ccacchsdndei 23 @25 RED :— 
Bleached Winter, gal 44@ .46 White and Red Lead. Ete Red Carmine, No. 40, — coves aban as 28 — 30 
: so “ ’ . OT eee a . 4.50@4.60 tec ead (Minimum 
Cocoanut, Ceylon, bbl., : Cents per Ib. Indian Red, Standard. .13 ua - in oil), 100 Ib..11.75 14.50 
ae Se 10@ — White Lead, Dry....... 7T4@T% We WU < ces ccc eis 20° @28 Tuscan seceeeee «B22 — 85 
Cod, Domestic, Prime.. .40@ .42 Tuscan Red ...........22 @30 bnnn - — 
Newfoundland, im bb1.. .42@ .44 ; Zine Natural Red Oxide..... 4@ WHITE: 
F Refined bbl. Ib. .104%@ .10% Oxide, Selected, per lb. 74@ 8% Yellow, Chrome ...... 2 @23 White lead in oil, 100 
oe <a, one 2 Be OE ceveteeecaas 8%@ 91 Vermili — ¢ 295 Ibs. ...-.- 9.87 — 10.53 
Crude bbl, per Ib... 84@ — 4 @ 4 ermilion, English ..90 @95 YE ty 
Olive, denatured, bbl., Green Geal ccccccccecs 9% @10% Ochre, French ........ 34%@ 4 one Ww: ; 34 — a8 
Re MBE Nartecae yo es $1.10@1.20 Witte Gah ici ciccss 11 @11% WRENN cea 40 @50 Ochre, French 14 16 








Washers.—Sales of washers remain 
at a very low point with very little 
indication of any improvement. There 
has been no further price change since 
last report. 


We quote from local jobbers’ stocks: 
ly-inch wrought steel washers, $6.45 per 
ewt.; l-inch wrought steel, 6.00 per cwt. 


Wheelbarrows.—There is a slightly 
better demand for wheelbarrows, al- 
though it still remains below normal. 
Jobbers stocks are ample and prices 
show no change. 


We quote from local jobbers’ stocks: 
Fully bolted stave barrows, $38.00 per doz.; 
tubular steel, No. 1, $96.60 each; wood, gar- 
den, $5.40 each. 


Wire.—There is a trifle better de- 
mand for wire just at present, espe- 
cially of the plain annealed wire used 
in construction work. Demand for 
fence wire is low as it is between sea- 
sons. Prices show no further changes 
since last report. 


We quote from local jobbers’ stocks: 
Barbed wire, painted cattle, 80 rod spools, 
$3.30; galvanized cattle wire, $3.66; painted 
hog wire, $3.47; galvanized hog wire, $3.91; 
plain black annealed fence wire, No. 9, 
$3.60; plain galvanized annealed, No. 9, 
$4.10. 


“Selling Iron Horses” 
(Continued from page 63) 
farmer and this advertising effort 
brings good results. The staging of 
spring and fall demonstrations has 
been a means of building business. 
The Maxwell Company believes that 
tractors can not be separated from 
the usual implement line and says 
the two go hand in hand and should 
co-ordinate in attracting customers. 

The Antego Hardware Co., An- 
tego, Wis., has sold tractors for five 
years and considers the department 
Al in every way. It sells the imple- 
ments on a time and on a cash basis 
and has had good success in develop- 
ing business. The stock is confined 
to one line and there is an active 





advertising and canvassing cam- 
paign at the right seasons of the 
year. Then too spring and fall dem- 
onstrations have been used and they 
have been regarded as profitable in 
every way. 

It cannot be questioned that the 
greatest development in the tractor 
field is yet to come and those hard- 
ware men who “get into the game” 
now are going to ride on the high 
wave of success. Delay may see 
some other dealer get the line one 
could make the greatest headway 
with and thus compel him to stock 
a line less well thought of in the 
field. Power farming is being de- 
veloped with great rapidity and has 
but started. The biggest days are 
yet to come. 

Factories give splendid coopera- 
tion in advertising and selling their 
tractors. Hardware men owe the 
tractor idea at least a thorough in- 
vestigation and such investigation is 
apt to lead to identification with the 
industry and resultant profits and 
gains, 


Tryon Co. in New Store 

Edward K. Tryon Co., Philadelphia, 
has moved its retail sporting goods de- 
partment of 912 Chestnut Street, where 
it has taken over a commodious, well 
lighted store. The entire stock was 
moved through the busy streets of the 
city in twenty-four hours and the ac- 
tual loss in business, it is said, approx- 
imated only half a day’s gross sales. 

The retail store will be operated as 
an entirely separate organization from 
the wholesale store located at 817 Arch 
Street Bradley E. Grimes, who has 
been with the Tryon Co. for twenty 
years, is in charge of the new store. 
The personnel of the entire organiza- 
tion is composed of men who have had 






long experience in the sporting goods 
line. 

Edward E. Chandlee, general man- 
ager of the company, has always made 
it a policy to develop his salesmen from 
the inside of his organization by care- 
fully selecting stock boys that he em- 
ploys between the ages of 16 and 17. 
It is said that a certain family has 
been connected with the wholesale de- 
partment of the Tryon Co. for three 
generations. 


Frank E. Parr Dead 

Frank Edward Parr, founder and 
owner of the Clipper Tool Co., 284 Mills 
Street, Buffalo, N. Y., died recently 
after but three days’ illness, death be- 
ing caused by neuralgia of the heart. 

Mr. Parr was born in Buffalo 52 
years ago and since the age of 16 has 
been connected with the hardware and 
tool manufacttring business. In 1911 
he organized the present Clipper Tool 
Co., starting in a very small way. The 
growth of the company has been very 
rapid, largely due to Mr. Parr’s energy 
and skill as a manufacturer. 

Of recent years Mr. Parr has been 
very active in local social and chari- 
table affairs, and was always _inter- 
ested in the welfare of his employees. 


Greenfield Tap & Die Corp., Green- 
field Mass., has recently issued catalog 
No. 46 which covers the entire line of 
small tools made by the company. 


Howard C. Noble, president North & 
Judd Mfg. Co., New Britain, Conn., 
hardware, confined to his home on 
Lexington St. by illness. 


1s 


The name of the Kendall Hardware 
Co., 421 Main Street, Cambridge, 
Mass., has been changed to the Ken- 
dall Nail & Hardware Co. Peter C. 


Welch is president, and John B. Welch, 
treasurer. 








Products Being 


Low Priced Alcohol Torch 


Believing that there has been a de- 
mand for a cheaper alcohol torch than 
those already on the market, Otto Bernz 
Co., Newark, N. J., is now manufac- 
turing their No. 12. 

The No. 12 torch is made from a 
brass tube and is_ heavily nickel 
plated. The bottom of the tube 
is solid, which enables the user to carry 
the torch without danger of leaking. 
The cap at the top fits snugly, which 
prevents evaporation of alcohol when 
torch is not in use. The air tube can 
be adjusted to suit work to be done. 
Each torch is furnished with a rubber 
tube and mouth piece, as shown in il- 
lustration. 

The reservoir is filled by removing 
the felt with wick. A chain is attached 

















Berne No. 12 Torch 

to the felt, which allows the user to 
remove the wick quickly, thereby pre- 
venting any loss of time. 

A fine pointed flame is produced 
which is suitable for jewelers’ and elec- 
tricians’ use, or for any purpose what- 
soever when a small flame is required. 

Complete torch measures 4% in. 
long by % in. diameter, just small 
enough to place in your pocket. 


New File Cuts Tungsten 


The Nicholson File Co., Providence, 
R. L., announces a new file that has the 


very remarkable ability to file tungsten, 
iridium and similar materials used in 
the distributor and coil points of auto- 
motive engines. Those who fully rea- 
lize how hard these metals are will 





ee 


wes 
on 














Nicholson Tungsten Point File 


appreciate what an extraordinary ac- 
complishment in file making this new 
file is. 

The Nicholson Tungsten Point File is 
just as hard as fire and water can make 
it and double cut at an angle that gives 
maximum effectiveness. Tungsten, even 
when fused and glazed by long use, 
gives way at the touch of this file like 
soft steel, so that it is now an easy 
matter for garage man or motorist to 
dress the tungsten points of automotive 
electrical systems. 

The way in which the file came to be 
made is another case of seeking one end 
and attaining that and another more 
important. One of the great manufac- 
turers of tools suggested to the Nich- 
olson File Co. that they might develop 
files for testing the hardness of machine 
tool products. ! 

Of course such test files must be very 
hard and uniformly so. New methods 
of hardening were perfected and the 
test files were a success. They were 
found to be hard enough to cut tung- 
sten. The development of Nicholson 
Tungsten Point Files was then assured, 
but there were still minor details to 
perfect. 

The file is of a shape and thickness 
that was decided upon only after care- 
ful tests in actual garage practice. As 
proof of this it is thicker than previous 
magneto and coil files so that when used 
to touch up spark plug terminals, it 
may serve as a gage of the proper 
width of the gap. 

Nicholson Tungsten Point Files are 
supplied to the trade in dozen lots, 
either boxed or on attractive counter 
display cards. 
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Placed on the Market by Hardware Manufacturers 


Three-Jaw Drill Chuck 


The Skinner Chuck Co., New Britain, 
Conn., has placed on the market a new 
pinion geared three-jaw drill chuck, 
which is quite a departure from other 
drill chucks produced by this company 
inasmuch as the gearing is exposed on 
the nut, whereas in other models it is 
enclosed. For the present it will be made 
in but one size having a capacity of 0 
to 17/32 in. Its outside diameter is 
2-5/16 in., the length of the body is 
2-7/16 in., and the total length with 
the jaws extended, 3-5/16 in. Later 
other sizes will be manufactured. 

The chuck is built with a view to ac- 
curacy, convenience, strength and dur- 
ability, the company claiming that 
with proper care it will last as long 
as the drill press. It is made of steel 
of such grades best adapted for the 
different parts. The chuck is hand op- 
erated except for the final grip on the 
drill and operates freely and smoothly, 
there being no backlash. To lubricate 

















New Skinner Chuck 


it it is necessary to remove the cap but 
slightly. The chucks are sufficiently 
oiled when they leave the plant, how- 
ever, to go without lubrication for at 
least two years. 

Gearing is carefully designed and 
cut for strength. The jaws are milled, 
ground and threaded in such a manner 
as to insure proper angles and when 
assembled rest in V-slots, which in turn 
are milled thereby eliminating chances 
for wear. The threaded ring that op- 


‘erates the jaws is solid for the purpose 


of doing away with a certain amount of 
wear where a split ring comes together. 
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